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POLICY LOANS SEEN 
AS IMPORTANT FACTOR 


Company Officials Recognize Them 
as Large and Growing In- 
vestment Unit 


STATISTICS SHOW TREND 


New Loans Made Show Relation to 
Periods of Depression—Need for 
Conservation Evidenced 


NEW YORK, Feb. 1.—Policy loans 
have become an increasingly important 
investment factor in recent years and 
this is seen more clearly than ever in 
the annual statements which are now 
emanating from the life insurance home 
offices. The new figures on 1927 ex- 
perience in this connection are of in- 
terest for more than, one reason. Not 
only do they show an increased recog- 
nition of the policy loan privilege by 
policyholders, but they also reflect 
strikingly the financial condition coun- 
trywide. A study of policy loans over 
a long period of years shows a certain 
relationship between periods of pros- 
perity and depression and this is ap- 
parently shown again in the policy loan 
reports for 1927. 

Increasing Investment Factor 


Policy loans have been persistently 
and consistently increasing as an invest- 
ment factor. As recently reported by 
the Association of Life Presidents, there 
has been an upward trend in the per- 
centage of policy loans and premium 
notes to the total of invested funds of 
life companies. In 1906, there was less 
than 9 percent of the companies’ funds 
invested in this classification. In 1927, 
the percentage was well over 12. At 
the end of 1927 the total funds so listed 
were well over $1,600,000,000. The 
relative importance of this more 
clearly seen when compared with the 
holdings of certain ciasses of general 


is 


investments. This is very nearly as 
much as the total of farm mortgages 
held by the life companies. It is four 


times the total of United States bonds, 
tour times the holdings of state, county 
and municipal bonds, 50 percent more 
than the total holdings of public util- 
ity securities and only 40 percent less 
than the total holdings of railroad se- 
curities. Thus, policy loans have be- 
come a very sizeable investment factor 
in the life insurance home office. 


More Widely Recognized 


The growth in policy loans, above the 
Seasonal fluctuations which may be re- 
garded as the measure of prosperity, is 
undoubtedly due to the general recog- 
nition of this privilege by the public. 
In recent years policyholders have be- 
come more and more familiar with the 
cash value utility of the policy. This 
has heen a part of the general educa- 
tional development of the business. 
Policyholders have been shown that the 
Stress of emergencies can be tided over 








METROPOLITAN TO ACCEPT 
BROKERAGE BUSINESS 


IS SEEN AS IMPORTANT MOVE 


President Haley Fiske Announces That 
This New Phase Is Recognized 
as a Factor 


NEW YORK, Feb. 1.—One of the 
important announcements made by the 
Metropolitan Life at its annual man- 
agerial conference last week was that 
of its decision to accept brokerage busi- 
ness in the future for $25,000 and over. 
President Haley Fiske made this an- 
nouncement at the opening session of 
the convention. In the past the com- 
pany has strictly refused brokerage 
business, taking only business offered 
by the licensed agents of the company. 
This important step was taken by the 
company after long consideration and a 
study of field conditions. 


New Phase Recognized 


Mr. Fiske in making the announce- 
ment said that the company recognizes 
a new situation in the field today, as 
compared with the past. Many pur- 
chasers of large life insurance policies 
are designating brokers to handle all of 
their insurance needs. Thus, much life 
insurance in the larger brackets is ‘be- 
ing placed by brokers, and the broker 
must be recognized as a force in the 
life insurance business. This recogni- 
tion will in no wise interfere with the 
business of the regular life agents, but 
will rather augment .it. This announce- 
ment by the Metropolitan is of wide- 
spread interest, the leading life insur- 
ance company in the country, having 
thus made formal recognition of the 
comparatively new development of the 
brokerage phase of life insurance. 


by the use of this privilege, temporary 
conditions which’in the past had fre- 
quently resulted in offhand lapsation 
now being met by the policy loan. 
Also, the increasing use of life insur- 
ance in business has greatly increased 
the use of this privilege, this being one 
of the important arguments in the sale 
of business life insurance. Some com- 
pany officers do not view the increasing 
use of policy loans with approval, as 
they would prefer to have their funds 
invested otherwise, and furthermore, it 
has been found that the policy loan is 
more often than not the preliminary to 
a lapsed policy. It is recognized, of 
course, as an iron clad investment, for 
the security is without question being 
represented by cash collateral, neither 
principal nor interest being endangered 
at any time. 
Shows Trend of Year 


The study of last year’s policy loan 
figures does not wholly clarify the sit- 
uation as to 1927 business and 1928 
prospects. Based on the trend of the 
past 20 years, 1927 was a depression 
year. The final figures on last year's 
production bear this out, new business 
decreasing slightly from the 1926 total. 
Policy loans increased rather sharply, 
which they have been doing for the past 
4 years, last year reaching a new peak. 
Likewise, policy loans settled as policy 
claims, this including death claims but 





BRIGHT YEAR IS SEEN BY 
ECKER OF METROPOLITAN 


OPTIMISTIC AS TO OUTCOME 


Vice-President, in Address at Managers’ 
Convention, Reviews Finan- 
cial Situation 


NEW YORK, Feb. 1.—Reviewing 
the outcome of 1927 and peering into 
the future, Vice-president F. H. Ecker 
of the Metropolitan Life, speaking be- 
fore the company’s agency convention 
here last week, pictured an optimistic 
scene of continued prosperity. Mr. 
Ecker analyzed the various investment 
factors and related them particularly 


to the life insurance business, coming | 


to the conclusion that 1928 should see a 
new and greater record established by 
the Metropolitan Life and the institu- 
tion of life insurance. 


Cenditions Basically Sound 


Mr. Ecker said that from a study of 


basic conditions there is no reason to 
entertain apprehension as to business 
during the coming year. There are 


many favorable factors and no distinctly 
unfavorable factors. He said that busi- 
ness enters 1928 in a healthy, vigorous 
condition. There is no longer any real 
shortage of housing, but there is am- 
ple room for improvement in the build- 
ings now standing, that building 
should be able to report a record year. 
Railroads were checked slightly during 
1927 but Mr. Ecker said that this 
seemed to be a reaction from the too 
rapid expansion of two and three years 


so 


ago, and this should show a recovery 
during 1928. The agricultural situa- 
tion has greatly improved, and adds 


much strength to the general situation. 
The report of income taxes shows a 
healthy situation. Mr. Ecker said that 
in life insurance the lapse rate increased, 
indicating that there is still much of the 
spirit of “keeping up with the Jones’” 
but that there is much good to be 
reaped as well as the bad in this, due to 
increased general prosperity from in- 
creased sales. He said that during 1928 
it is expected that bonds will continue 
to show a lowered interest rate 


and 


DEATH OF BLACKBURN 
BRINGS DEEP REGRET 


Was Long a Prominent and Active 
Figure in the Life Insur- 
ance Field 


HAD A WIDE EXPERIENCE 
Served for Many Years as Secretary and 
General Counsel of American 
Life Convention 





OMAHA, NEB., Feb. 2.—The life 
| insurance world was shocked by the an- 
|} nouncement Saturday morning that 
Thomas W. Blackburn of this city, asso- 
ciate counsel of the American Life Con- 
| vention, died suddenly at his home about 
7 o'clock that morning following a 
stroke of paralysis during the night. He 








that stocks will continue on their pres- | 


ent high level. Summing up the picture 
as a whole, he said that there is every 
reason to expect another year of pros 
perity. 


being chiefly made up of lapsations, in- 
creased sharply last year, which they 
have been doing for the past 4 years. 
On the other hand, policy loans settled 
by cash payments increased sharply 
last year, contrary to what might be ex- 


| pected if this were to be viewed as a 





period of depression. This is taken as 
a sign encouragement by the head 
offices, indicating that life insurance has 
passed its worst period and is now en- 
tering upon a season of stability and 
renewed progress. 
in the line of cash settlements of pol- 
icy loans towards the periodic 
has preceded other evidences of a turn 


or 


THOMAS W. BLACKBURN 
|! was 73 years of age. Mr. Blackburn 
won his spurs as secretary and genera! 


| counsel 


the American Life Conven- 
tion, he being present at the organiza 
tion, being called on from time to time. 
secretary during the period of its 
great development and retiring from that 
office at the meeting in Detroit a year 
ago fall. Mr. Blackburn was re- 
tained as associ: counsel and he con 
tinued his association with the organiza- 


of 


as 


last 





| tion being called on from ‘time to time. 


In the past the turn | 


peaks | 


in general conditions towards another 


period of prosperity. On the other 


hand, there have been times in the past | 


when a temporary peak of smaller pro- 
(CONTINUED ON PAGB 34) 


He maintained his law office in the 
Aquilla Court building here and had 
quite an insurance practice. For the last 
11 years he had been counsel for the 
Nebraska Indemnity of this city. 
Retired from Active Duty 


‘he offices of the American Life Con- 
vention were transferred to St. Louis in 
the fall of 1926 and at that time Mr. 
Blackburn withdrew from the manage- 
ment of the organization. At its incep- 
tion, however, Mr. Blackburn became a 
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prominent figure. As time progressed 
and the organization developed he be- 
came the great motive power, its life 
and soul. He had full charge of the or- 
ganization, kept its activities going, ar- 
ranged its programs, outlined and main- 
tained its course, traveled here and 
there visiting home offices, taking part 


in legislation, appearing before con- 
gressional committees, participating 
in litigation, meeting in conference. He 


was an indefatigable worker and kept 
on the go all the time. He is one of the 
best known men in fhe business in the 
country. 
Mr, 


Blackburn’s Career 


Mr. Blackburn was born March 5, 
1855, at Georgeville, Pa. He went to 
the Nebraska State Normal School at 
Peru, Neb., and later attended the Na- 
tional Law School at Washington, D. C. 
For 14 years he was a director and coun- 
sel of the Prairie Life of Omaha and 
during part of that time was also vice- 
president. He served at one time as 
counsel for the Bankers Reserve Life. 

Mr. Blackburn was formerly a mem- 
ber of the board of education at Omaha, 
he served as chief of the education bu- 
reau of the Indian office at Washing- 
ton for a couple of years. He was presi- 
dent of the Omaha Bar Association. He 
was prominent in the American Bar As- 
sociation and did yeoman service on its 
insurance committee in order to bring 
about greater uniformity. He was a 
member of the executive committee of 
the association for three years. He was 
chairman of the Republican congress- 
ional committee at Omaha for six years. 
He formed a partnership with William 
Ross King, who was formerly editor of 
the legal bulletin of the American Life 
Convention, under the firm name of 
Blackburn & King. 


Was a Newspaper Man 


Mr. Blackburn was for many years a 
daily newspaper man, his connection 
with both life insurance and the legal 
profession starting comparatively late in 
life. His newspaper work took him to 
the Pacific coast and he was managing 
editor of a daily paper in Los Angeles 
40 years ago. He was for a number of 
years in charge of advertising and pub- 
licity work for the Union Pacific Rail- 
road with headquarters in Omaha. He 
was prominent in Republican politics in 
Nebraska and by reason of his activity 
there was appointed chief of the bureau 
of education of the Indian office at 
Washington, D. C., in 1889. He studied 
law while holding this position and was 
admitted to the bar in Washington, tak- 
ing up the practice of law in Omaha 
after he retired from his federal govern- 
ment position. 


Had Much to Do With Legislation 


Part of his duty as counsel of the 
American Life Convention was to help 
shape state and federal legislation to 
safeguard the stability and insure the 
necessary freedom of legal reserve life 
insurance companies to make possible 
the healthy and sound expansion that 
has taken place in the life insurance 
business during the last 20 years. He 
traveled far and near to confer with leg- 
islative committees and insurance execu- 
tives throughout the country in his un- 
tiring efforts to get the new life code 
universally adopted, which goal he vir- 
tually attained. He knew life insur- 
ance, particularly the legal phases of it, 
with a thoroughness that few men in 
this part of the country could approach. 


Was an Effective Diplomat 


Mr. Blackburn was a harmonizer and 
a diplomat of rare ability. Wherever 
serious difficulties arose between life in- 
surance interests, wherever there were 
tangles of any kind, he could be counted 
upon to clarify the situation to the satis- 
faction of all concerned. 

In addition to his work as an execu- 
tive, he also made many valuable con- 
tributions to insurance in the way of lit- 
erature pertaining to the subject. He 
wrote extensively for the insurance 


press, as well as numerous booklets and 
some books. 


Probably his best known 
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BANKERS RESERVE HAS 
SERVICE DEPARTMENT 


WILL ASSIST FIELD MEN 


Omaha Company Closed the Year With 
Over $118,000,000 in Life Insur- 
ance on Its Books 


Combining a number of activities 
under one head has resulted in the es- 
tablishment of an agents service de- 
partment by the Bankers Reserve Life. 
This department will carry on educa- 
tional program, handle prospect circu- 
larization. In cooperation with other 
departments it supplies leads to agents 
through death claims, change of ad- 
dresses, matured policies, etc. Its ma- 
jor function will be prospect develop- 
ment and practical agency helps. It is 
expected that this new division of the 
agency department will play an import- 
ant part in rendering actual assistance 
to the field force. 

In connection with the agency depart- 
ment the company has recently installed 
a large and up-to-date insurance and 
business library for the use of its field 
representatives. Books are loaned with- 
out charge. The library idea has been 
most enthusiastically received by the 
agency organization. 

The Bankers Reserve Life closed 1927 
with over $118,000,000: of insurance in 
force. New paid-for busines for the 
year totaled $28,250,000—a substantial 
increase over 1926 and the largest single 
year’s business. R. L. Robison, presi- 
dent, and W. G. Preston, vice-president, 
are exceedingly optimistic for 1928 and 
state that a number of new territories 
will be developed during the year. 

The company has organized a $100,000 
Club, the “Distinguished Service Club,” 
and plans are under way for the first 
great meeting of the Bankers Reserve 
Life men to be held in Omaha in Feb- 
ruary, 1929. Field men qualifying the 
first year will be charter members and 
will receive special recognition. 








book is “Blackburn on Life Insurance.” 
This book is popular as a text among 
field men, and will be found in the li- 
braries of practically every insurance 
home office in the country. It is also 
used in insurance courses in some col- 
leges and universities. 
Long Resident of Omaha 


Mr. Blackburn was a resident of 
Omaha for 50 years, and of Nebraska 
for more than 60 years. He was the son 
of a pioneer Methodist minister and 
came to Nebraska in 1867 with his par- 
ents, living first at Brownsville. He be- 
gan his career in 1876 as a traveling cor- 
respondent of the “Omaha Bee” and two 
years later became city editor of the 
“Omaha Republican.” He was married 
in 1880. 

In 1888 he move to California where 
he was connected with the Los Angeles 
“Tribune,” finally as managing editor. 
He wrote the first set of rules governing 
Indian schools while in Washington. 


Had Wide Circle of Friends 


Socially, Mr. Blackburn was univer- 
sally liked, and had a wide circle of 
friends in Omaha. He made many con- 
tributions to the civic and educational 
life of the community. The first free 
kindergarten in Omaha was started in 
his home in 1891. He served on the 
Omaha school board in the eighties, and 
was responsible for the development of 
business and music courses in the high 
school. With J. B. Haynes of Omaha, 
another son of a pioneer minister, he or- 
ganized a local society known as the 
Association of Ministers’ Sons & 
Daughters. 


Mr. Blackburn’s Family 


He is survived by his widow, Alice 
Hahn Blackburn, who is also well known 
to insurance people over the country. 
Mrs. Blackburn took great interest in 
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REVISED RULES ARE 
BROUGHT UP TO DATE 


REGULATIONS ON TWISTING 





New York Life Tells Its Agents That 
They Must Observe Strictly 
the Instructions 





The New York Life has come out 
very strongly against twisting life in- 
surance policies. It has promulgated 
revised rules governing the conversion 
of old insurance which went into effect 
Feb. 1. The New York Life states 
that twisting takes place when an agent 
persuades a policyholder to lapse a pol- 
icy held with the company in order to 
take new insurance with his company. 
The new rule is: 

“Agents are prohibited from writing 
new business at the expense of old. 
They must not advise a_ policyholder 
to lapse insurance already in force in 
order to take new insurance. 

Transfer of Insurance 


“The company cannot consider that 
a commission is earned on any other 
than additional insurance and when the 
effect of a new application is merely to 
replace insurance already in force no 
commission will be paid to the agent 
effecting such an exchange, unless the 
prior consent of the company has been 
obtained. 

“If a policyholder is not satisfied with 
his existing insurance the agent should 
take the matter up with the company 
who may be able to satisfy the policy- 
holder that it is to his interest to con- 
tinue the policy, or suggest such pro- 
cedure as will meet his desires. 


Situation as to Lapse 


“If an old policy has lapsed within 
six months of the date of the new ap- 
plication the company may suspend the 
new application until satisfied that every 
effort has been made to reinstate the 
old policy, and in any event the first 
year’s commission on the new policy, 
if issued, will be adjusted one-half paid 
during the first policy year and the 
other half during the second policy 
year, if the second year premium is 
paid.” ; 

The company also has ruled that if 
it develops that an old policy is lapsed 
within six months prior to the date of 
an application and should the commis- 
sion have been paid thereon, the com- 
pany reserves the right to call for a 
refund of the commission paid. 











her husband’s work, and traveled with 
him a great deal. . 

Other survivors are three sons of his 
first wife, Paul P. Blackburn, captain 
United States navy, Washington, D. C.; 
Howard Blackburn of Denver and Cas- 
per K, Blackburn of Omaha, who is en- 
gaged in the general insurance business. 

Mr. Blackburn was an active member 
of the First Congregational church of 
Omaha: 

Mr. Blackburn was at his office the 
day before his death working all day 
and was apparently in his usual hale 
and hearty condition. He attended a 
concert at the Technical High School 
Friday night and retired apparently in 
good health. 


To Have Lincoln Statue 


The Lincoln National Life is seeking 
a sculptor for an outstanding statue of 
the Great Emancipator to be placed in 
front of the Lincoln Life building at 
Fort Wayne. A committee to select the 
sculptor and to let the commission has 
been appointed. It is hoped to secure a 
work of such artistic importance that it 
will take first rank with other fine Lin- 
coln statues of America, and no effort 
or expense will be spared to that end. 
The committee expects to have the 
statue completed and erected within two 
years. 
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RAILROADS’ “SAFETY” 
CAMPAIGNS EFFECTIVE 


REDUCE OCCUPATIONAL RISKS 
Improvement in Death and Injury Ex- 
perience Is Reflected in 
Insurance Rates 





Direct cash savings to certain rail- 
road employes who are buyers of life 
insurance, as well as a vast reduction in 
the hazards to life and limb, are re- 
sulting from the successful “safety” 
campaigns of American railroads, ac- 
cording to Howard Goodwin, assistant 
secretary in charge of underwriting for 
the Phoenix Mutual Life. These cash 
savings are brought about through a 
revised schedule, just issued, which pro- 
vides for a decrease in “extra premium” 
charges to railroad employes insuring 
in the company. 

The more than 1,750,000 persons em- 
ployed by the railroads, aside from 
the recognized hazards of their occupa- 
tions, are regarded by the company as 
highly desirable types of risk, being 
picked men, usually skilled workers, 
who operate under careful medical and 
executive supervision and under a rigid 
“safety” regimen. Commenting on the 
new schedules, Mr. Goodwin said: 


Reclassification Made 


“The changes now announced by our 
company are not simply casual adjust- 
ments, to remove inequalities, but 
amount to a complete reclassification of 
railroad occupations, with material re- 
is to lower the 


visions. Their effect f 
extra charge for several important 
groups. The revisions are made after 


an exhaustive study of accident statistics 
for railroad employes, a service we are 
constantly rendering in many fields. 
The study confirms our belief that a 
more favorable rating basis for this 
group’s protection is well justified by 
the records. 

“The achievements of the railroads in 
the physical and financial rehabilitation 
of their properties have been notable 
in their consequences, but these organ- 
izations have accomplished nothing more 
outstanding in the last decade than their 
establishment of new methods and 
standards in the conservation of human 
life values. The economic value, even, 
of these savings is almost beyond cal- 
culation. 


Death Total Reduced 


“Among the persons killed on Ameri- 
can railroads in 1926, the last recorded 
year, 1,672 were employes and 169 were 
passengers; 111,903 employes and 5,903 
passengers were injured. Compared 
with the figures for 1916, there is 4 
reduction of about 30 percent in the 
total number killed and of about one- 
third in the total number injured. The 
average journey per passenger has 
grown from 33.58 miles to 40.79 miles, 
or about 21.4 percent, though the num- 
ber of passengers decreased more than 
174,000,000. The number of railroad 
employes increased 4.6 percent in the 
10-year period.” 

The new schedules are in effect and 
applications are being received on the 
new basis. 


Union Central Agents Classified 


Charles Hommeyer, superintendent o 
agents of the Union Central Life, ™ 
speaking of the men who produced 
$100,000 or more last year for his com- 
pany finds there are 454 on the list. Of 
this number 136 settled for $250,000 oF 
more, 34 for $500,000 or more and sevet 
are in the millionaire group. ee 

The $1,000,000 producers of the Union 
Central are B. C. Sasse, San Antonio; 
R. J. Conheim, New York; Byron 
Howes, Chicago; B. A. Wiedermant. 
San Antonio; A. J. Lehman, Cincinnat!; 
W. L. Meador, Atlanta, and Allan Gates, 
Little Rock. 
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POINTS OUT¢DANGER 
IN DISABILITY PLAN 


Vice-President of the Indianapolis 
Life Sounds Note of 
Warning 


SEES CONFUSION AHEAD 


Adjustment Factor Is Introduced Into 
Life Insurance Which Often Causes 
Prejudice and Friction 


Vice-President E. B. Raub of the 
Indianapolis Life at the regional agents 
convention at the head office spoke on 
the permanent and total disability 
clause. He said that it is often difficult 
to tell what is total and permanent dis- 
ability. He referred to a in the 
south where under the disability clause 
the loss of both feet above the ankles 
was regarded total and permanent 
disability. A man is paralyzed from the 
hips down and he claims therefore that 
under this specific clause he is entitled 
to permanent disability. Mr. Raub said 
that the courts do not understand total 
and permanent disability coverage in 
life insurance policies and confuse it 
with accident and health insurance. 
Some courts construe temporary dis- 
ability as permanent and partial as total. 


case 


as 


Clause Construed Against Company 


Very frequently Mr. Raub said that 
in cases where a man is injured and 
he is unable to continue his occupation 


in a profitable way as in the past, the 
clause is construed against the com- 
pany. Frequently a man may be of 


mediocre mentality and unable to adapt 
himself to other lines of work. The 
general rule is that if the policyholder 
is substantially incapacitated from fol- 
lowing his own gainful occupation, dis- 
ability is allowed by the courts. Mr. 
Raub said that disputes and litigation 
over disability claims lead to dissatis- 
faction and frequently it is harmful ad- 
vertising for the company. Its reputa- 
tion is impaired in the community. The 
ordinary clauses and provisions in life 
insurance he said have been standard- 
ized and stabilized by long tests. The 
courts have all construed them so that 
life insurance officials know just what 
they mean. 


Disability Clause Is Emphasized 


_ Mr. Raub said that it is apparent that 
in some cases there is too great tend- 
ency on part of agents to sell the dis- 
ability provision as the major factor 
in the policy. He said that whenever 
a clause or provision in a policy is lib- 
eral enough to attract people because 
of its coverage there will be a tendency 
to take advantage of the company. 
When the annuity feature was intro- 
duced in the policy, life companies got 
into the health and accident business. 
Many life companies are not prepared 
or equipped to write accident and health 
insurance. All their attention has been 
directed to life insurance and their edu- 
cation is along that line. The adjust- 
ment feature is introduced, therefore, 
into life insurance. Accident and health 
companies have competent and expert 
adjusters who are well equipped to dis- 
criminate as to claims. Mr. Raub said 
there is always a great danger in fight- 
ing disability claims. Even where a 
company feels it is imposed upon and 
knows that it is in the right it hesi- 
tates to put up a fight. 
Income of Professional Men 

In speaking of professional men he 
said it is difficult to ‘tell their income. 

nese men may secure life insurance 

(CONTINUED ON PAGE 36) 











LIFE 


RURAL TERRITORY HAS 
DIFFICULT PROBLEMS 


GOLLY GIVES OBSERVATIONS 


Equitable Life Agency Manager for 
Illinois Comments on Needs for 
the Country Field 


. R. Golly of Chicago, who is agency 
meneame of the Equitable Life of New 
York in Illinois outside of Cook county, 


got into the ranks as a school man. He 
taught school in Iowa and became a 
superintendent of schools. He began 
soliciting insurance for the Equitable, 


then was appointed district agent and 
then agency manager for Illinois with 
headquarters at Decatur. Recently his 
headquarters were transferred to Chi- 
cago where he handles almost all the 
state. 

Mr. Golly in an address before the 
Indiana general agents said that the 


rural problem is the big one not only 


in life insurance but in many other ac- 
tivities. The rural problem touches the 
activities of human life all along the 
line. 
Limited Man Power 

He said that in the rural territory 
there is limited man power for agency 
material. The agency manager in the 


country is far more hampered in this 
respect than is the man dealing with 
the cities. He said that even higher 
skill is needed in soliciting life insur- 
ance in the country and handling men 
than in an urban community. He said 
that even a higher order of ability 
should be brought into play. There is 
limited purchasing power on part of 
country people. Policies as a rule are 
small. The people are scattered over 
a larger territory. 
Becomes the Key Man 

Mr. Golly said that his plan was to 
establish an agent in the county seat 
or the largest town in the county. He 
secures the best man he can find for 
the job. He said that he spends suffi- 
cient time to get a man of real cour- 
age, background and ambition. He de- 
clared that a man to enter the life in- 
surance work in the country territory 
must have great courage and power- 
ful will. 

He becomes 
an agency 


a key man around whom 
manager can build his unit. 
Mr. Golly said that so far as he was 
concerned he would rather secure a 
man who has had no selling experience. 
Because he has been a school teacher 


he feels at home with school men. 
Therefore, he has recruited many agents 
from the teaching ranks. 
Merchants Are Affected 

He said that merchants in small 
towns are affected by rural free deliv- 
ery, chain stores, telephones, automo- 
biles and the like. Therefore, often 


these merchants can be induced to take 
up life insurance work. Some persons 
in smaller places who find little future 
before them can be shown a greater 
opportunity in life insurance. Mr. Golly 
said that he appoints part time men so 
that they can try themselves out. He 
takes them with the understanding that 


they will become full time men when 
they reach the point where they can 
secure sufficient income to carry them 
along. 

Does Not Finance Men 


He does not finance any of his agents 
He has them take the correspondence 
course while they are on a part time 
basis and trains them for full time 
work. He said that the development 
of a part time man in the country dis- 
tricts can be done readily, and he feels 
that it is necessary to start most of the 
men on that basis. He said that the 
part time man must have proved his 
ability to make a success before he is 
taken into the organization. Mr. Golly 
said that he did not want to bring into 

(CONTINUED ON PAGE 36) 
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BANKER VISIONS LIFE 
INSURANCE AS CREDIT 


SEES PROSPERITY FOR 


Park Bank President Ad- 
dresses Luncheon Gathering of Penn 
Mutual Life Officials 


1928 


National 


At a luncheon tendered to Charles 
S. McCain, president of the National 
Park Bank, New York, by President 
William A. Law of the Penn Mutual 
Life, Hugh D. Hart, vice-president of 
the Penn Mutual, and Mr. McCain 
reviewed an acquaintance that began in 
Little Rock, Ark., where both were in 
business some years ago. Among the 
other guests were former Senator 


Wharton Pepper, Livingston E. 
Jones, president of the First National 
Bank of Philadelphia, and C. S. W. 
Packard, president of the Pennsylvania 
Company for Insurance on Lives and 
Granting Annuities. 


George 


In an interview President McCain 
was asked to state his attitude toward 
life insurance and his judgment of the 


1928. As to life 
said he has always been 
a partisan. In his earlier years as a 
country banker in Arkansas he saw the 
use of it and constantly suggested it to 
his patrons. When he became a Little 
Rock bank president, and his transac- 
tions were in a wider range of business, 
he saw still more of the desirability of 
life insurance and continued to suggest 
it. And now, as president of the Na- 
tional Park Bank, life insurance is re- 
garded as a strong factor in granting 
credit. In this connection life insur- 
ance is considered in two aspects. The 
first is actual collateral through the 
pledging of its cash value, and the sec- 
ond is its character value when new in- 
surance is offered, that has no cash 
value, by would-be borrowers who thus 
show a sense of responsibility toward 
their obligations. 


outlook in 
he 


business 
insurance, 


as 


Insurance Business Asset 


Mr. McCain 
ance 
business 


believes that life insur- 
should be generally employed by 
men, in corporations, in part- 
nerships, and in sole ownerships. 

In respect to life insurance trusts, 
Mr. McCain believes that the life insur- 
ance companies and the trust companies 
should be partners in service. In cases 
in which the life insurance company 
can adequately meet the settlement 
needs of beneficiaries, the optional set- 
tlements of life insurance contracts 
should be used. But where discretion- 
ary authority is plainly needed, in safe- 
guarding estates through the addition 
of blocks of life insurance, and in some 
other circumstances, trust company 
service should be suggested by the life 
underwriter. In other words, there 
should be trust company understanding 
of life insurance service and there should 
be life insurance understanding of trust 
company service, resulting in such co- 
operation shall best serve the needs 
ot the public. 


as 


Business Ahead 


President McCain looks for a con- 
tinuance in 1928 of the generally satis- 
factory business conditions of 1927. No 
peak record of prosperity is expected, 
but a steady flowing on of economic 
normality, with probable improvement 
due to the bettered condition of the 
agricultural regions, south, west and 
northwest. He believes that the surplus 
money now available in these regions, 
where for many years there had been 
dearth, will in a few months have its 
effect in many channels of trade that 
serve agriculture, and this in turn, aided 
by improvement already visible in some 
other lines, should make of 1928 a pros- 
perous year for the nation. 


Sees Good 


27 


Bradford H. Walker, president of the 
Life Insurance Company of Virginia, 
has been elected vice-president of the 
Commonwealth Club of Richmond. 








| METROPOLITAN LIFE 
MANAGERS IN SESSION 


Over 1,200 Gather at Home Office 
for Enthusiastic Three-Day 
Conference 


SEVERAL ANNOUNCEMENTS 


Plans for Year and Summary of Ac- 
complishments Given by the 
Various Officers 


NEW YORK, Feb. 1—Over 1,200 
managers of the Metropolitan Life gath- 
the 
the 


times 


cred at the home office here for 


annual conference with 
officers of the 
took the of a national! 
presidential convention. When the 
bedecked auditorium, filled to the 
of the the managers 
ail parts of the United States and Can- 
singing, 


enthusiastic 
company, which at 
on semblance 
flag 
top 
from 


gallery with 


ada, resounded with the cheer- 


ing 


ot 


and 
the 
ence, 
several 
replica 
tions. 


which greeted each 
officers as he made his appear- 
sometimes halting the program 

minutes, it truly seemed a 
of the national party conven- 
President Haley Fiske presided 
as the chief executive of the world’s 
greatest financial institution and, while 
the applause for the other officers 
greeted their appearance, the tribute to 
Mr. Fiske opened and closed the con- 
vention and was evidenced at every m« 
ment throughout the three-day session. 


applause 


Many Important Announcements 


important announcements 
various officers dur- 
ing the course of the three days. Pro- 
duction leaders for the year were an 
nounced and the statistics from the an- 
their usual giganti 


Several 
were made by the 


nual statements in 

proportions were announced by Mr 
Fiske and elaborated by others. Of- 
ficers appointed during the year were 


introduced. Awards to the veterans 
and outstanding producers were made 
It was announced that the company has 
increased its interest rate on funds on 
deposit from 4.50 to 4.75 percent. It 
was announced that in the future paid 
up policies will be made participating. 
It was announced that in the future the 
Metropolitan Life would accept brok- 
erage business for $25,000 and over. 
It was announced that the welfare work 
will be further expanded during the 
year, regional branch offices of the nurs- 
ing department being established, with 
decentralized management, in ten cities 
It was announced that the company is 
about to introduce a new and important 
policy, being a group contract to in- 
clude in, one form all of the group fea- 
tures which the company offers. Each 
of these announcements was important 
and was greeted with enthusiasm. 


Prudential Exchanges Greetings 


President Fiske opened the conven- 
tion Thursday morning with a summary 
of 1927 results. He showed the con- 
tinued remarkable progress of the Met- 
ropolitan with a new record attained in 
all departments. He talked for several 
hours in elaboration of these figures 
commenting on them and commending 
the agents and managers for their re- 
markable achievement which has at- 
tracted the attention not only of this 
entire country, but of foreign countries 
There was a happy exchange of greet- 
ings between President Duffield of the 
Prudential and President Fiske. The 
latter read a letter from the Prudential 
chief, congratulating the Metropolitan 








men on their achievement of the year, 

in response to which the Metropolitan 

managers authorized the extension of 
«CONTINUED ON PAGE 34) 
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Skyrockets 


make a tremendous fuss when going up and 
present an inspiring spectacle while at the 
peak of their climb, but, once they burst, 
their descent to oblivion is swift. 


High Pressure 


life insurance salesmen run the same course 
—but with disastrous results to themselves, 
their clients, and their company. 


Safety First 


tactics are the rule today with progressive 
life insurance salesmen and life insurance 
companies keenly alive to the many dangers 
incidental to careless agency management. 
The American Central fieldman does not 
“skyrocket” because he operates under a 
scientific arrangement that pays for the busi- 
ness that stays. ; 
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D. F. HOUSTON PICTURES 
CONTINUED PROSPERITY 


CITES GROWTH OF THE PAST 
President of Mutual Life of New York 
Addresses Metropolitan Life 
Convention 





NEW YORK, Feb. 1.—David F. 
Houston, president Mutual Life of New 
York and a former cabinet member, in 
an address before the annual banquet of 
the Metropolitan Life managers here, 
presented a brilliant picture of the fu- 
ture prospects of life insurance. Mr. 
Houston outlined the rapid development 
of this country in the past fifty years 
and predicted still greater advances in 
the next fifty years. He related life 
insurance to the growth in the economic 
and social structure and pointed to the 
possibilities of future expansion. 

Mr. Houston said that no one today 
can visualize what this country will be 
50 years from today. Nor can the pro- 
portions of the institution of insurance 
be pictured for 50 years hence. The 
national wealth today is $360,000,000,- 
000. Insurance policyholders today 
number 102,000,000, for a total insur- 
ance of $87,000,000,000, a total equaling 
the wealth of the nation in 1900. The 
total insurance in this country is equal 
to 83 percent of that of the entire world. 
Viewing the country through the pros- 
pective of these and other statistics, Mr. 
Houston said that there is no fear for 
democracy in the United States. 


CONTINENTAL LIFE VOTES 
TO INCREASE CAPITAL 





The stockholders of the Continental 
Life of St. Louis at a special meeting 
voted to increase its capital stock from 
$500,000 to $750,000. It plans to dis- 
pose of the stock to present stockhold- 
ers in the ratio of one share of new for 
each two shares of present stock held 
at $20 a share. The stock has a par 
value of $10 a share, the same as the 
50,000 shares of existing stock outstand- 
ing. 

The stockholders will be given 30 
days in which to exercise the right to 
buy new stock in proportion to holdings 
of the old stock. All stock not taken 
will be sold to others at the $20 price. 
However, it is anticipated by company 
officials that all of the stock will be 
quickly subscribed. 

When the additional 25,000 shares of 
stock have been sold the company will 
not only have $250,000 more capital 
stock but its sgirplus account will also 
be increased a similar amount. How 
much the entire surplus account is will 
depend entirely upon the findings of the 
examiners for the Missouri department 
who are now completing their examina- 
tion of the company as of Dec. 31, 1927. 

This is an extension of the examina- 
tion which was the subject of some dis- 
cussion at the last National Convention 
of Insurance Commissioners. The orig- 
inal examination was completed several 
weeks ago, but its results were not pub- 
lished. The examinations committee of 
the National Convention of Insurance 
Commissioners agreed to the arrange- 
ment whereby the Missouri department 
could bring its examination down to 
Dec. 31, 1927, before making its final 
publication of findings and recommen- 
dations. 


Discontinues Department 


The Peoria Life has discontinued its 
total abstinence department. The com- 
pany has had this department for a num- 
ber of years and the argument has been 
that it could give more liberal dividends 
where it put into a separate class total 
abstainers. It has been found very dif- 
ficult to get accurate reports and there- 
fore the expense was too great. The 
old business will be continued in a sep- 
arate class as before but no new busi- 
ness will be written in this class. 





COMPANY OFFERS UNIQUE 
SERVICE TO FIELD MAN 





AGENTS’ HEALTH ESSENTIAL 





General Agents May Use Medical Serv- 
ice to Aid in Selection of 
Agents 





MINNEAPOLIS, Feb. 2.—Appli- 
cants for agencies for the Northwestern 
National Life may be required to come 
up to standards of physical fitness as 
well as of ability and integrity if the 
general agents and managers wish to 
avail themselves of new facilities an- 
nounced today by O. J. Arnold, presi- 
dent. 

In recent years, increasing care has 
been exercised by all companies in the 
selection of agents, to obtain only men 
and women of ability and integrity. The 
physical side has been left to chance, 
and frequently a general agent finds that 
time and money invested in developing 
a new man to the point of efficiency is 
entirely wasted when he is unable to 
carry on effectively on account of bad 
health. Both general agent and agent 
would have been better off if the facts 
in regard to the agent’s impaired health 
had been known before he undertook 
the work, and he had therefore been 
prevented from entering the life insur- 
ance business. 

Office Employes Examined 


In announcing the plan to its gen- 
eral agents and managers, the company 
states: “In order to help you in the 
selection of your agents from the stand- 
point of health, the medical department 
will be glad to cooperate with the agency 
managers by passing on the physical fit- 
ness of prospective agents. If you will 
fill out one of the regular non-medical 
examination blanks and forward it with 
the agency application, we will advise 
you if any impairment is indicated 
which, in the opinion of the medical de- 
partment, would warrant unfavorable 
consideration. When, in its judgment a 
complete physical examination appears 
to be required, you will be so notified, 
and in the case of a whole time agent 
the regular health service fee will be 
allowed for the physician’s examination.” 

For over 10 years the Northwestern 
National Life has required all applicants 
tor positions in the home office to pass 
physical examinations. 


KANSAS CITY LIFE PLANS 
GROUP MEETING SERIES 





The educational department of the 
Kansas City Life has announced that 
its group meetings will be continued 
during 1928 and will be held at the fol- 
lowing places: Home office, April 2-3; 
Dallas, April 9-10; Birmingham, April 
16-17; Washington, D. C., April 23-24; 
Columbus, April 30-May 1; Chicago, 
May 7-8; Denver, May 14-15; San Fran- 
cisco, June 4-5, 

A new correspondence course for be- 
ginners has been established by the 
Kansas City Life. However, it will not 
take the place of the standard course 
which has been in operation for the past 
year. Final examinations were passed 
and all the requirements were fulfilled 
in the standard correspondence course 
by 63 agents, who were presented with 
certificates. 


Barton With Globe Life 


W. A. Fraser, president of the Globe 
Life of Omaha, announces that Guy C. 
Barton, formerly insurance examiner in 
South Dakota, has been added to the 
staff of that company. Mr. Barton from 
1916 to 1919 served as one of the three 
members of the South Dakota board of 
accountancy. Since 1919 he has been 
associated with legal reserve life com- 
panies. He was district agent of the 
Bankers Life of Des Moines at Sioux 
Falls, S. D 
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Let Remington Rand Fit Equipment to Your Needs 


EMINGTON Rand equipment embraces every 

need of your office. All the years of experi- 
ence of all the affiliated companies of this great 
organization go into the office devices and systems 
that Remington brings to you. 


But you get far more than equipment when you 
call on Remington Rand. You get equipment fitted 
to your needs, by a company capable of assuming 
responsibility and guaranteeing results. One hun- 


dred and ten trained research engineers, fifteen 
thousand skilled workers in twenty-eight factories, 
four thousand sales representatives, are back of 
every responsibility the Remington Rand man 
assumes. 


Remington Rand service is available in your city, 
as near as your telephone. Remington Rand Busi- 
ness Service Inc., 374 Broadway, New York. 


Library Bureau Filing and Indexing Service is an extremely important part of 
Remington Rand's contribution to business. Years of experience, in thousands of busi- 
nesses of every description, are back of the work of every Libary Bureau Service worker. 


Remington Rand 


BUSINESS SERVICE nc 


REMINGTON - KARDEX 


RAND - SAFE-CABINET 


DALTON: POWERS - KALAMAZOO 


BAKER-VAWTER 
LIBRARY BUREAU 


LINE-A-TIME 
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CS IDF? 


GET ON THE 


Union Central Band Wagon 
WITH 


The DARBY A. DAY 
Agency Corporation 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 


WE HAVE 


(The largest and most completely equipped Agency 
Plant in the world. 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


An organization second to none, fully equipped to 
\ render you all the assistance you may need: Inspira- 
tion, Sales Suggestions, Ammunition, Illustrations— 
or what have you? We have “IT!” 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 
|this great City of Chicago. 


WE WANT 
-MEN. 


MORE MEN. 
SALESMEN. 


MEN who have made a success but want greater 
success. 





MEN who have sold Life Insurance but who want to 
4 sell BIGGER and BETTER Life Insurance. 


MEN who have never sold Life Insurance, but who 
know they can. 


MEN who are capable of earning from $6,000 to $50,000 
a year. 


TWO-FISTED MEN who would like to be with a 
.TWO-FISTED ORGANIZATION. 


AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 





Come in and see us in our new home 
or 
Communicate with 


Darby A. Day 
Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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‘JAMES: F. EGAN JOINS 
AMERICAN HOME LIFE 





WILL BE VICE-PRESIDENT 





Former Standard Life Superintendent 
of Agencies Takes Charge of In- 
diana Company’s Expansion 





James F. Egan has joined the Amer- 
ican Home Life of Indiana. He is vice- 
president, superintendent of agencies and 
a member of the board of directors. Mr. 
Egan was superintendent of agencies of 
the old Standard Life of Missouri, 
which was later combined with the In- 
ternational Life. Mr. Egan, in a pe- 
riod of two years, raised the Standard 
Life from a basis of $32,000,000 in force 
to $80,000,000, and during the same time 
the assets increased from $3,000,000 to 


$7,000,000. 
The American Home Life was origi- 
nally located at Terre’ Haute, Ind. 


Louis H. Koch is the president of the 
company. He was formerly president 
of the National American Life of Iowa, 
which reinsured in the Royal Union Life. 
Mr. Koch then took charge of the new 
Insurance Agent’s Life of Terre Haute. 
He reinsured that in the American 
Home Life and moved that company to 
Gary, Ind. in 1927 
Finance Company Affiliation 


The American Home Life is affiliated 
with the American Securities Corpora- 
tion, a financial investment company. 
Practically the same officers and direc- 
torates control and manage both com- 
panies. The finance company will issue 
a series of bonds and the life insurance 
features of the sales’ contract will be 
handled by its associated life company. 
Other officers and directors of the Amer- 
ican Home Life are: M. P. Naumann, 
secretary; Frank J. Haight, actuary; Dr. 
A. A. Watts, medical director; Dr. E. T. 
Zaring, Winfield C. Fox, Frank M. 
Wright, directors. 


Interesting Story Is 
Told on the Career 
of T. W. Blackburn 


N interesting story is told about the 


late Thomas W. Blackburn, who 
for many years was secretary of the 
American Life Convention. He had 


some exciting experiences in his younger 
days. He had been self supporting since 
14 years of age when he became a print- 
er's devil on the Brownville “Journal” 
and worked an old Washington hand 
press. He decided to enter the educa- 
tional field and became a.teacher in 
country schools in some of the outlying 
Nebraska counties. His first school was 
near Falls City, Neb., wien he was 17 
years of age. 

He opened his teaching career im- 
pressively by threshing the son of a 
school director and also the son of the 
school, treasurer. After that he had no 
trouble with his pupils. His salary as a 
teacher was $30 a month. A $20 a 
month increase enticed him to Omaha 
as a reporter for the “Bee” and shortly 
afterwards he obtained an exclusive in- 
terview from Brigham Young at Salt 
Lake City that attracted nationwide 
attention in 1891. While an editorial 
writer for the “Bee” he established the 
first free kindergarten in Omaha at his 
cwn home. His hobbies were a garden 
in the growing season and good books 
in winter. 


Northwestern National Record 


The Northwestern National Life of 
Minneapolis approved 98.67 percent of 
the business applied for by agents last 
vear. Exactly 93 percent of the new 
business was approved as applied for. 
Special rating was given to 4.9 percent 
including occupational rating and 1.35 
percent was declined or postponed. The 
rest of the cases were incomplete. 
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‘TRAVELERS PRODUCER 
SPEAKS ON PERSONALITY 





ADDRESSES PENN MUTUAL MEN 





Hugh D. Hart Arranges Series of 
Agency Meetings at Which Lead- 
ing Underwriters Will Appear 





PHILADELPHIA, Feb. 2.—Hugh 
D. Hart, vice-president of the Penn Mu- 
tual Life, has arranged for members of 
the home office agency a series of Mon- 
day morning talks by prominent life 
underwriters. The first was given on 
Monday of this week by Joseph John 


Keon, one of the Travelers’ leaders in 
New York City. Mr. Keon wrote a 
$1,000,000 policy on Jan. 4 this year, 


and has already qualified for his com- 
pany’s “Quarter of a Million Club of 
1928.” 

Mr. Keon’s subject was “Personality 
in Salesmanship.” He analyzed person- 
ality, emphasizing three aspects—think- 
ing, talking, acting. If a man thinks 
right, instead of taking his opinions from 
others, and if he talks right, by possess- 
ing an adequate vocabulary, and if he 
acts right, by having a pleasing person- 
ality, he will have three attributes of suc- 
cess that are lacking to the man who 
thinks little, has a pauper’s vocabulary, 
and has a negative or disagreeable per- 
sonality. 

Mr. Keon then gave demonstrations oi 
two or three of his methods of selling, 
particularly through contact when a 
baby comes to the home, and, more 
amply, when he is attempting to win 
a prospect to the adoption of an ade- 
quate program of insurance. Mr. Keon 
showed himself to be a master of sales- 
manship, and his hearers derived from 
his intimate address many points which 
they could adapt for their own sales 
talks, thus adding to their salesmanship 
equipment. 


Grace E. Howland Has 
Made Fine Progress 


in Life Insurance 


RACE E. HOWLAND of Detroit 
is a woman life insurance agent 
who has achieved much in her calling. 
She served as private secretary to some 
of the leading attorneys in Detroit, felt 
that she had sales ability and desired 
to get into a work which offered a 
greater opportunity. She had ambition 
to increase her earnings and therefore 
went into life insurance. Having been 
associated with large business transac- 
tions and coming in contact with men 
who were engaged in them, her clients 
come largely from that class. She finds 
it much easier to sell men of this type 
than to go to women for example. She 
specializes on the ordinary life policy. 
Miss Howland entered the life insur- 
ance business with the Canada Life at 
Detroit in May, 1923, when Gerald A. 
Eubank was manager. In her first eight 
months she qualified for the Quarter 
Million Club. The next year she wrote 
about $400,000. The next year her pro- 
duction reached $600,000. The follow- 
ing year she was ill for seven months 
and slid down to $300,000. She re- 
mained with the Canada Life until Jul) 
of last year. In August she opened her 
own office operating as an independent 
life insurance counselor, brokering her 
business with a number of companies 
She feels that she can give better serv- 
ice by not being tied to any special 
company. Within three months iter 
opening her office she paid for ovéf 
$750,000 insurance. Miss Howland’s ol 
fices are in the First National Bank 
building in Detroit. 
Rev. W. P. Clark has resigned as 
pastor of the Central Church of Chris 
at Fort Dodge, Ia., to become supervise" 


for the S. W. Crouch agency of the 
Bankers Life of lowa at Fort Dodge. 
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STUPENDOUS FIGURES 








GIVEN BY HALEY FISKE. 


Gigantic Proportions of World’s 
Greatest Financial Institu- 
tion Shown 


WRITES ONE-SIXTH TOTAL 


Metropolitan, With New Records, Main- 
tains Its Preeminent 
Position 


NEW YORK, Feb. 
ousness of the Metropolitan Life, 
greatest financial institution, 
was clearly demonstrated in the three- 
recital of staggering statistics at 
the annual managerial conference at the 
home office here. From the first an- 
houncement of last year’s production 
figures by President Haley Fiske to the 
last discussion of departmental activi- 
ties by the junior executives, figures in 
the billions rolled glibly from the lips 
of the speakers with such consistency 
that at times the audience seemed 
unable to comprehend the gigantic pro- 
portions of the picture being unfolded 
before them and were awakened from 
this soporofic state only by the sudden 
announcement of some hitherto un- 
reached peak. 


1.—The stupend- 
world’s 


day 


Great Economic Factor 


President Fiske, in announcing the 
annual figures, analyzed them in rela- 


the | 


Welch's address, 





tion to the economic and social struc- | 


He pointed out 
Life represents 
life insur- 


ture of the country. 
that the Metropolitan 
over one-sixth of American 
ance. The 1927 total of new business, 
$2,834,957,738, being 17 percent of the 
total placed in the country last year. 
The total now in force in 


this one | 


company, $14,803,785,790, is also 17 per- | 


cent of the total life insurance in force 
in the United States. Mr. 
that 
its relative position and even more so 
as indicated by the fact that its gain of 
insurance in force last year was 18 
percent of the total gain of insurance 
in force of all companies. More strik- 
ing yet were the figures on industrial 
and group production in 1927. The 
Metropolitan Life, originally and 
chiefly an industrial company, paid for 
11 percent of all the ordinary busi- 
ness written last year in this country, 
but in the industrial field it paid for 28 
percent of all such business written, and 
in the group field, in which it is a com- 
paratively recent operator, it paid for 


31.5 percent of all such business writ- 
ten in 1927. 
Insure One-Fifth of America 
The Metropolitan Life now has 


34,000,000 industrial policyholders, and 
40,000,000 policyholders of all classes. 
\llowing for duplications, this brings 
the total number of policyholders to 
over 27,000,000 or one-fifth of the popu- 
lation of the United States. During 
1927, the company increased the num- 
ber of outstanding life policies by 
1,961,522. During 1927 18,271 life poli- 
cies were issued or revived. During 
the year the company paid to policy- 
holders $238,589,221. It paid $1,526,226 
daily in payments to policyholders and 
addition to reserve. Nearly 2,000 claims 
were paid each day. In the group de- 
Partment alone 1,154,888 lives are in- 
sured for a total of $1.768,398,187. In 
this department 48.000 families received 
money from the Metropolitan last year 
under these group contracts. It re- 
quired 641 checks daily to pay these 
Sroup claims alone. 

In speaking of the gigantic propor- 


(CONTINUED ON PAGE 23) 


Fiske said | 
the company is still maintaining 
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| MANAGERS ¢ OF PHOENIX 


MUTUAL IN CONFERENCE | 


OFFICIALS REVEAL 1928 PLANS 


Unique Feature of Meeting Is Open 
Forum With Questions and 
Discussion From Floor 





Officials of the Phoenix Mutual Life 
met Jan. 30-Feb. 2 for the managers’ 
Gulf coast conference at Pass Christian, 
Miss. President Archibald A. Welch 


formally opened the conference with an | 


the managers 
purpose of the 
President 
the plans and general 
of the conference were outlined 
Vice-President Winslow Russell. 
A unique feature the conference 
was an open forum in which the agency 
managers from all parts of the country 
were given opportunity to voice their 
particular problems by means of written 
questions which were answered 
the floor. 


address of welcome to 
and a statement of the 
convention. Following 


set-up 
by 


of 


Annuity Record Made 


The year 1926 brought the company 
a record amount of annuities, and Presi- 
dent Welch, a former president of the 
Actuarial Society and an authority on 
the subject of annuities, discussed the 
growing importance of this method of 
providing life incomes, as indicated by 
the fact that 1927 brought a 50 percent 
increase in this type of business over 
the record of the previous year. 

Vice-President Russell discussed the 
company’s campaign of national adver- 
tising for 1928, including the program 
of educating the insuring public, through 
motion pictures, on the advantages of 
the life insurance trust. 

A detailed plan for recruiting field 
representatives was presented by Agency 
Manager James A. Whitmore in co- 
operation with agency assistants Wal- 
lace Watson and Carleton A. Walker. | 
Mr. Whitmore also demonstrated the 
effective analysis of sales effort through 
the careful use of records, standards 
and check-ups. 


Training Methods Described 


James A. Giffin, educational director, 


who was recently also appointed assist- 


from | 





‘WESTERN UNION-SUN LIFE 
MERGER PLAN COMPLETED 


WELFARE BOARD APPOINTED 





Officials Approve Reinsurance Contract 
—Stock Was Sold for $1,367 


a Share 
SPOKANE, WASH., Feb. 2,—Final | 
steps in the sale of Western Union | 
Life stock at $1,367 a share has winsd 


completed, and a contract of reinsurance 
was entered into between the Western 


Union Life and the Sun Life of Can-| 
ada. The reinsurance contract has re- 
ceived the approval of the superintend- 


ent of insurance of Canada and the in- 

surance commissioner of Washington. 
The Sun Life now contemplates a | 

campaign to enter the Pacific northwest 


ageressively with regional headquar- | 
ters at the Western Union building in | 
Spokane. 
Branch Arranges Deal | 
The present stockholders of the 
Western Union Life have sold and 
transferred the entire business and as- 
sets of the Western Union Life. Nine- 
tv-eight percent of the stock was rep- 
resented at the meeting when the 
merger was voted upon. C. S. V. 
Branch, a senior executive official of | 
the Sun Life, arranged the deal. Com- 


missioner H. O. Fishback of Washing- 
ton officially approved the contracts 
incidental to the transfer of the assets 
of the Sun Life. His approval was 
necessary under the statute as all of 
the obligations of the Western Union 
Life will be assumed as a direct liabil- | 
ity of the Sun Life. 

The merger agreement provided for 
the interests of policyholders who are 


insured for more than $89,000,000 and 
it also protects the stockholders who | 
are interested to the extent of $2,734,000. 
rhe total assets taken over by the Sun 
Life have a book value of $12,000,000. | 


Welfare Safeguarded 


Under the terms of the sale, the wel- | 
fare of the policyholders will continue , 
to be safeguarded by a Spokane board | 


directors of the West- 
The committee is com- 
Rutter, president of that 


elected from the 
ern Union Life. 
posed of R. L., 


ANNUAL FIGURES OF 
THE LIFE COMPANIES 


Financial Exhibits Show Insurance 
Institutions to Be in 
Healthy State 


|/EXCELLENT RECORD MADE 


Increase in Business in Force Displays 


Effect of the Conservation Pro- 
gram Being Followed 
The annual statement of the North- 


western Mutual Life shows $3,499,028,- 
125 insurance in force, increase $195,- 
185,654, covering total of 962,149 
| policies, assets $781,604,915, increase of 


$52,838,604: 


$342,541,631 
73,810 


new business 


increase $5,883,468 on policies, 
members 
52.01 
The 


ratio is estimated under 


insurance paid for on lives of 


previously insured $178,161,315 or 


percent of total paid for business. 
first 


vear lapse 


7 percent of business paid for during 
the previous year compared to 7.02 
percent lapse ratio for 1926. The mor- 
tality rate for 1927 was 48.82 percent 
compared to 48.37 percent experienced 
in 1926. During the company’s exist- 
ence of 70 years it has paid out to pol- 
icvholders or held for them at total of 
$2,007,662,676 and it has received from 


them in total premiums the sum of $1,- 
729,788,373, showing an excess of pres- 
ent and payments to policyhold- 
ers over premiums received of $227,847,- 
303. The premium income was $112,- 
986,071 increase $5,996,819; total income 
$158,017,377 increase $9,963,996, pay- 
ments to policyholders $84,364 in- 
crease $7,092,435. 

Che examining committee 
holders consisted of George W 
ard Edgerton, Wisconsin attorney and 
state senator, chairman; Jackson B., 
Kemper, attorney, Milwaukee, secre- 
tary; Daniel A. Millett, livestock and 
investments, Denver; Daniel MacLea, 
president MacLea Lumber Company, 


assets 


4,224 


policy- 


Blanch- 


ol 


























ant agen anager, described new i company; Mrs. Margaret Uncapher,| Baltimore; Charles Chandler, chair- 
ae aan Moe a  aaiieaheaier onkaion vice-president and general manager;;} man of board First National Bank, 
i on "he th 4 ong . ' ff ft + por 4 W. G. Graves, director and. counsel;} Wichita, Kan. They commended the 
one b oe = — ae n- L. M. Davenport and J. Ferris. The| officials for the care and skill shown 
eleenea na th «Geld , ©! local board will also act as an advisory| in farm loans made and that sound, 
— c  T trill. elite cilia committee on investments for the Sun| conservative policy in its underwriting. 
ass § ta f ° . . . ° 
t Iked a “The Bromma, = al Busi Life, which promises to be a consid- | In addition to the annual examination 
aon rae} “The Fin _ hom - A ane erable force in the investment field in| by the policyholders a quinquennial ex- 
— - — “Agents. | the Pacific Northwest. amination is nearing completion by 
Attendance at the conference is deter- | Wisconsin, Indiana, Iowa, Nebraska 
ine r ¢ iti p Z s Leach Meets With Salesmen ene — ™ © e: ’ 
— by ety “orem —. py ; | North Carolina, Oregon, South Dakota 
neoiiek talon pon ve Reece 5 o- Fr Rca — The former salesmen of the Western | and rennessee departments. 
— Pi . , >| Union Life met with H. O. Leach, su- | 
ita ¢ " . r . | North American Reassurance 
guests of the company. perintendent of agents for the United : : 
The firm of Thayer, Harts & Co. has States, who outlined the advantages of | President M. Cathles of the North 
been formed in Minneapolis by G. Austin a Sun 7 Life contract. In addition the American Reassurance of New York has 
Thayer = aa See ty EB. arts for the | Sun Life will continue in its employ- | issued its financial statement for the 
purpose o conducting’ a ite nsurance » _ so coe s } as s 4 — » 7 190° . . ; al 
brokerage business. Offices are locatea | Ment the entire home office staff of the | year showing assets 7,122,808, capita 
at 820 First National-Soo Line building. | Western Union Life. | $1,000,000, net surplus $1,048,298, rein- 
) ee ae = = ™ ee ——_ 
| | 
| 
| FIGURES FROM DECEMBER 31, 1927 STATEMENTS 
ail LIFE COMPANIES | 
Total New Ins. in. Gain in Ins. Prem Total Pd. Policy- Total 
Assets Capital Sur ‘plus Bus. 1927 Force in Force Income Income holders Disburs 
Abr. Lincoln.. 2,690,442 200,000 4,096,703 22,228,003 -1,523,168 1,009,318 1,184,553 Gee ct cosese 
Atlantic Life. 19, 116,223 ee «=i 8 6=—ogseeess0lClC ORE 06CU eROORSS. .O8eSenn .sesoehe 4 _eenseee lessees 
Capitol, Colo. 9,217,433 250,000 36. 398,083 - tetra i 917,49 »,994,171 2,376,959 
Crown L., Omt. «ss ceccess cvseess 23,136,262 ane. . wessese ceases ~ 9easnek ¢benns 
Friendly Serv. 10,640 109,060 19,425 21,123 22,935 22,660 
Great Amer... 100,000 2,705,782 356,71 306,314 390,541 255,143 
Indianap. L... SGOT ceossss 17,310,331 10,685,837 2,135,243 2,658,184 1,589,702 
Jeffer. Stand.. 40. 410, 349 1,000,000 62,509,401 21,894, 353 9,861,221 12,288,182 7,915,883 
Mass. Protect. 1,159,882 4 200,000 6,154,000 3.286, 009 445,683 oe ees 175,141 
Metropol. Life .2,388,647,636 ....... 34,975,738 i, 50s. 804, 153 : an ek 651,668,58 wees ees 
Midland Mut.. 14,678,395 300,000 16,744,405 9,273,528 3,124,172 3,983,321 2,394,737 
No. Am, ein. 7,122,802 1,000,000 51,124,000 35,944,600 2,455,526 3,101,153 1,452,726 
Peoria Life... 14,918,805 250,000 34,438,753 16,278,597 4,144,515 5, ‘063, 858 3,258,685 
Policyh. Nat... 208,961 4,792 2 2,861,500 863,830 186,038 213.688 187,769 
eins. L., La.. 1,760,090 500,000 500,000 22,699,730 4,384,183 524,453 590,800 : 607,446 
State L., Ind.. CRD senkanse 2,579,660 40,009,786 14,310,644 7,625,789 9,988,896 6,682,948 
489,700,300 15,000,000 23,937,020 1,007,602 224 4,198,968,680  ......, Te ef Bl, a’ Y | | aie Arae a 


Travelers .... 


*Caused by group. 
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“Its Performances Exceed Its Promises’’ 
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DIVIDENDS TO 





ADMITTED ASSETS..... 
An Increase of 12.59% 


INSURANCE IN FORCE 
An Increase of 10.98% 


TOTAL PAYMENTS TO 


POLICYHOLDERS.... 
An Increase of 57.6% 


POLICYHOLDERS.... 
An Increase of 19.13% 


Summary of Financial Condition 
as of December 31, 1927 


adept $14,678,395.38 


Di wes $93,721,490.00 


| asain $1,393,861.14 


oe te $ 476,293.91 








HAS: 


Paid policyholders and beneficiaries $6,- 
819,877.44. 


Never contested or compromised a death 
claim. 


Furnished low net cost insurance to pol- 
icyholders. 


Furnished free periodic medical examina- 
tions to policyholders. 


Established a reputation for integrity and 
fair dealing. 


Recognized the conduct of its business as 
the performance of a trust. 


Set aside as policy reserves $12,522,989.12. 











WANTS: 


Agents who are personal producers 
with organization ability to investi- 
gate our Ideal General Agency 
Contract which furnishes financial 
assistance while building a business 
owned and operated by the general 
agent. Territory open in Cali- 
fornia, Illinois, Indiana, Michigan, 
Pennsy]vania, New Jersey, Virginia 


and West Virginia. 
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a 
The Midland Mutual 


Life Insurance Co. 
Columbus, Ohio 
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surance in force $126,150,500. The as- 
sets of the company are the highest 
grade securities. It has railroad bonds 
amounting to $3,090,000 and public util- 
ity bonds amounting to $2,632,000. The 
company has taken high rank in the life 
insurance world. 


Equitable Life of Iowa 


The Equitable Life of Iowa in 1927 
put $91,382,403 of newly paid for insur- 
ance on the books, a gain of more than 
9 per cent over 1926. The company paid 
$3,093,713 in dividends last year. Paid 
death claims totaled $1,887,586. The ac- 
tual to expected mortality in 1927 was 
34 percent. The actual to expected mor- 
tality over the past ten years was 40.3 
percent. The percentage of dividends to 
death claims in 1927 was 153.9 percent. 

The company had insurance in force: 
$528,091,611, Dec. 31. Assets totaled 
$86,305,366. Of the 1927 business, 36.97 
percent was written on old policyhold- 
ers. 


Penn Mutual Life 


The Penn Mutual has issued its 
80th annual statement, the company 
having been founded in 1847. New busi- 
ness $215,842,049 was a little larger than 
in 1926, and outstanding insurance is 
now $1,690,584,711. The assets are 
$367,994,584. Surplus reserves are $28,- 
712,104. Of the assets $178,127,406 is 
in mortgages, and $106,705,693 in bonds. 
Death claims in 1927 were $15,542,971, 
surrender values $8,108,842, and divi- 
dends to policyholders $13,042,616. For 
dividends in 1928 $14,200,000 has been 
set aside. The company now has $14,- 
149,142 of dividends accumulating at 
interest subject to the order of the own- 
ers of policies. The premium income 
was $57,908,227, a gain of $5,615,585. 
The gain in total income was $8,012,181. 


Travelers 


The Travelers paid for $1,007,602,224 
of new life insurance in 1927. This 
raises the company’s total life insurance 
in force to $4,198,968,680. The Tra- 
velers reported a total cash income of 
$175,548,008 the past year. Total claims 
paid amounted to $70,555,908. The Tra- 
velers now has a capital and surplus 
of $38,937,020 and assets of $489,700,320. 
The reserves and all other liabilities 
amount to $450,763,300. Total increase 
in life insurance in force was $346,253,- 
741. 

Columbus Mutual Life 

The Columbus Mutual Life of Colum- 
bus, showed substantial gains for 1927. 
Under the head of “Insurance Gained 
During the Year” the company shows 
$11,707,000 in 1927, as compared with 
$10,347,000 for 1926, an increase in ex- 
cess of 12 percent. At the first of the 
year the company had insurance in force 
totaling $90,782,983. At the close of 
the year the total was $102,490,798—a 
gain better than 12 percent. Assets 
showed an increase of over 20 percent. 
The company showed a continued grati- 
fying improvement in reduction of lap- 
sation. 

Missouri State Life 

The Missouri State Life in 1927 paid 
to policyholders and beneficiaries $9,- 
674,680. Of that amount $5,015,449.24 
was paid to living policyholders, while 
the payments to beneficiaries under the 
contracts of policyholders who died 
amounted to $4,659.231. The Missouri 
State Life has over $757,000,000 of insur- 
ance in force. The 4,000 agents paid 
for over $204,000,000.00 of new busi- 
ness in 1927 which is the largest record 
of new business in its history and is over 
$25,000.000 in excess of the new bus!- 
ness paid for in 1926. 


Mutual Life of New York 


In its annual report just issued, the 
Mutual Life of New York shows total 
new business last year of $503.286,77 
and total insurance in force at the md 
of the vear of $3,762,898,499. During 
1927 the company disbursed under pol- 
icv contracts $103.142.216 and in addi- 
tion accumulated for policy holders an? 
their beneficiaries $61,900,667. Death 
claims of $36,575.220 were paid during 
(CONTINUED ON PAGE 23) 
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NEW NOTE SOUNDED IN 
PROSPECTING METHODS 





Concrete Sales Ideas Given by 
Eubank for Efficient 
Approach 


REACHES BASIC APPEAL 


Prominent Manager, in New York Talk, 
Shows Value of Using Business 
Insurance as Entree 


NEW YORK, Feb. 2.—Speaking be- 
the annual agency convention of 
the Home Life in this Gerald 
\. Eubank, manager of the life depart- 
ment of Johnson & Higgins, sounded 
a new note in “prospecting” methods. 
Mr. Eubank pointed to business insur- 
ance as the most efficient approach to 


fore 
city, 


any prospect, either for business or per- 
insurance. Furthermore, em- 
phasized the need of a modern approach 
to this class of business, urging in par- 
ticular the use of credit reporting 
uencies in planning an analysis of the 
case prior to the interview. 


sonal he 


Need Greater Preparation 


Mr. Eubank said that in the past there 
has been too great a lack of prepara- 
tion. The public has looked upon this 
as one of the failings of life underwriters 
and modern sales methods require an 
improvement in this connection. Mr. 
Eubank said that he believed the reason 
for this lack of preparation is that the 
average agent approaches his prospect 
with the idea of selling a great idea and 
not a concrete business proposition. He 
said that, regretable as it might seem, 
the average man is 99 percent selfish 
aud one percent unselfish at heart. He 
cited several examples to indicate that 
is true throughout the range of 
human contacts. Thus it was Mr. Eu- 
bank’s conclusion that it is good busi- 
ness to make the appeal to the selfish 
part of a man’s makeup and thus arouse 
the unselfish, rather than to hit at the 
small chance of the unselfish element. 
The great idea is aroused cither way. 


this 


Business Insurance Used 


Viewing the approach from this angle, 
the use of business insurance is more 
clearly seen. Mr. Eubank pointed out 
that an agent will never secure adequate 
information for an efficient programing 
of personal insurance by directly ap- 
proaching a prospect for the information. 
The agent may have in mind the idea 
of efficiently analyzing and abstracting 
the case, but the most elaborate presen- 
tation will not ring true, if based on 
false or misinformation. He said that 
no man wis honestly give the precise 
information to the agent, regarding his 
personal affaairs, unless there is a most 
unusual relationship between the agent 
and client. The latter knows that a 
sale is to follow and furthermore be- 
lieves that it is none of the agent’s 
“darned business.” 

Mr. Eubank showed that there is how- 
ever, one means of securing this infor- 
mation or at least the necessary contact 
to secure the information. This is 
through the business insurance appeal. 
He said that every man is interested 
selfishly in his business. The basic 
foundation of any business is credit. 
\nd here is the “open sesame” for the 
agent. The essential information for a 
business insurance approach and the 
means of securing the proper entree 
can be secured through the credit report- 
ing agency. This business information 
can be secured. The personal informa- 
tion can never be secured, without an 

(CONTINUED ON PAGE 22) 
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| AMERICAN LIFE CONVENTION | 
STATE. VICE-PRESIDENTS CHOSEN | 


—=—=—= = = =— 


J. ARNOLD, president of the | 
Northwestern Life and_ president 
*of the American Life Convention 
has announced the complete list of the 
state vice-presidents of the American 
Life Convention, as follows: 
Alabama—Sam F. Clabaugh, 
dent, Protective Life. 
Arkansas—J. H. Thach, vice-president 
Home Life, Fordyce. 
California—Victor Etienne, Jr., presi- 
dent, Protective Life. 
Colorado—George H. Beaudry, 
tary Capitol Life. 
Connecticut—William Brosmith, vice- 
president and general counsel Travelers. 
District of Columbia—William Mont- 
gomery, president Acacia Mutual Life. 
Illinois—Henry Abels, vice-president 
Franklin Life. 
Indiana—E, O. Burget, president Peo- 
ples Life, Frankfort. 
Iowa—J. J. Shambaugh, president Des 
Moines Life & Annuity. 
Kansas—J. Edwards, 
Kansas Life. 
Kentucky—I. 


presi- 


secre- 


president 


Smith Homans, vice- 


president and actuary Commonwealth 
Life. 

Louisiana—Crawford H. Ellis, presi- 
dent Pan-American Life. 

Maryland—Joshua N. Warfield, presi- 
dent Eureka-Marvland Assurance. 

Michigan—M. E. O’Brien, president 
Detroit Life. 

i E. W. Randall, president 





Minnesota Mutual Life. 


Mississippi—C. W. Welty, vice-presi- 
dent Lamar Life. ; 

Missouri—_W. T. Grant, president 
Business Men’s Assurance. 


MASSACHUSETTS MUTUAL 
PROMOTIONS OF INTEREST 


| president of the 


W. H. Sargeant, vice-president of the 
Massachusetts Mutual Life, who now | 
becomes head of that organization, is | 
a native of Springfield, Mass., where the 
home office is located. His entire busi- 
ness career has been with the Massa- 
chusetts Mutual. He was born in Oc- 
tober, 1868. W. W. McClench, the 


he 
board. 


whom 
the 


veteran president 
becomes chairman of 
McClench is a native of 
having been born at Chicopee in 1854. 


He graduated from Tufts College, re- 
ceiving the honorary degree of L.L.D. 
in 1922. He became counsel for the 
Massachusetts Mutual Life and was 
president from Oct. 28, 1908. Henry 
Loeb, second vice-president, becomes 
vice-president. He started with the 
company in 1895 as stenographer. He 


has been connected with the company 
ever since in various capacities. B. J. 
Perry, secretary, who becomes vice- 
president, has been connected with the 
company since 1897 starting as a clerk 
in the actuarial department. He has 
gone up the ladder and was made sec- 
‘retary in 1926. A. T. Maclean, the 
actuary, who becomes second vice-presi- 
dent, is a native of Glasgow, Scotland. 
He was formerly assistant actuary of 
the Home Life and went with the Mas- 
sachusetts Mutual Life in 1916 as asso- 
ciate actuary. He became actuary in 
1927. Joseph C. Behan, sucerintendent 
of agents, who becomes second vice- 
president, is a native of Albany, N. Y., 


and has been connected with the com- 


pany since Jan. 1, 1896. 

Second Vice-President Osgood E. 
Fifield first became connected with the 
company in March, 1898, as collector 
of loans in Michigan. Then he was 
transferred to Indianapolis and became 
manager of the mortgage loan depart- 
ment. He went to the home office in 
1909 to become superintendent of loans. 
Secretary Samuel J. Johnson entered 
the home office Jan. 1, 1903, starting in 
the policy department. In January, 1925, 
he was made assistant secretary. 

Financial Secretary Albert D. Shaw 


succeeds, } 
Mr. | 
Massachusetts, | 


i 


| 
| 


Montana—H. R. Cunningham, vice- 
president Montana Life. 

Nebraska—H. E. Worrell, 
treasurer Omaha Life. 

New Hampshire—Robert J. Merrill, 
vice-president United Life & Accident. 

New York—Lawrence N. Cathles, 
North American Reas- 


secretary- 


surance, 
North Carolina 
retary Pilot Life. 
North Dakota—F. L. Conklin, secre- 
tary Provident Life, Bismarck. 
Ohio—John M. Sarver, president Ohio 
State Life. 
Oklahoma—Fdwin Starkey, 
dent Mid-Continent Life. 
Oregon—C. S. Samuel, 
ager Oregon Life. 
Pennsylvania—H, G. Scott, vice-presi- 
dent Reliance Life. 


L. L. McAlister, sec- 





vice-presi- 


general man- 


South Carolina—C. O. Milford, presi- 
dent Southeastern Life. 

South Dakota—F. L. Bramble, secre- 
tarv Midland National Life. 


Tennessee—C. A. Craig, president Na- 
tional Life & Accident. 


Texas—D. FE. Waggoner, president 


United Fidelity Life. 

Utah—J. O. Carter, president Inter- 
Mountain Life. 

Virginia—FE. Lee Trinkle, vice-presi- 


dent Shenandoah Life. 
Washington—Arthur P. Johnson, 
president Northern Life. 
Jest Virginia—Harrison B. Smith, 
president George Washington Life. 
Wisconsin—George A. Boissard, presi- 
dent National Guardian Life. 
Ontario, Canada—T. G. 
manager Canada Life. 


vice- 


McCe ynkey, 


SEEK MORE UNIFORMITY 
IN TRUST AGREEMENTS 


and general 
Life Conven- 


Claris Adams, secretary 
counsel of the American 
tion, will attend the meeting of the 
trust section of the American Bankers 
Association in New York City Feb. 15, 
for further discussion of the plan of 
cooperation between the trust compa- 
nies and the American Life Convention 
along the line of securing greater uni- 
formity in trust agreements. It was 
decided at a conference in Chicago be- 
tween committees representing the trust 
section and the American Life Conven- 
tion that the bankers’ committee will 
draw up an acceptable form of trust 
agreement, while the legal section of 
the American Life Convention, which 
was represented at that meeting by its 
chairman, Frank McAllister, general 
counsel of the Kansas City Life, will 
prepare a uniform blank for the naming 
of trust companies as beneficiaries of 
life policies under the trust estate form 
of settlement. The joint committee of 
the two organizations is to draw up a 
document describing and defining insur- 
ance trusts and the proper method to 
be pursued in creating trust estates. It 


will also advise as to how cooperation 
| between trust companies and banks on 
the one hand and insurance companies 
on the other may be made most effec- 
tive in fostering the insurance trust 
idea. 

George Graham, vice-president of 
| the Central States Life of St. Louis, 
was chairman of the American Life 
Convention committee, which also in- 
cluded O. J. Arnold, president of the 
convention and of the Northwestern 
National Life: Secretary Adams and 
Chairman McAllister of the legal sec- 
tion. 








started with the company in 1904 in the 
bookkeeping department. He was made 
assistant secretary Jan. 23, 1918. Wray- 
burn M. Benton is made superintendent 
of agencies and will assist Mr. Behan. 
Mr. Fifield will be assisted by W. A. 
Rawlings, superintendent of loans. 





OFFICIALS ADDRESS ~ 
METROPOLITAN AGENTS 


Haley Fiske mS Necessity of 
Devoting More Effort to 
Conservation 


HOUSTON AND BEHA SPEAK 


Vice-President Ecker Emphasizes Im- 


portance Company’s Welfare 
Work and Policyholders’ Service 


of 


NEW YORK, Feb. 2.—President 
Haley Fiske in opening the second day 
Metropolitan Life’s 
convention devoted considerable 
time to the question of conservation, urg- 
ing every man in the organization to 
devote no small amount of attention to 
this question the coming year. 
He said that, although it is the ambition 


session ol the 


agency 


during 


and duty of every man in the organiza- 
tion to increase the clientele of policy- 
holders, it is their first duty to keep on 
the books those clients = rn there. 
He spoke of the increase in lapses dur- 
ing 1927, notably in December, the com- 
mon experience of practically all com- 
panies. Mr. Fiske urged the managers 
and agents to direct their attention to 
this question during the coming year in 
order to reduce this lapse rate and keep 
sold those policyholders once sold. He 
said that this is particularly the duty of 
a company which professes to be the 
insurer of the family. 


Called “Family Insurer” 


The various branches of the business 
were analyzed by Mr. Fiske. He re- 
ferred to the industrial business as the 
foundation stone in the gigantic busi- 
ness of the Metropolitan, saying that 
these policyholders represented the 
mass of the people which the company 
sought to bring on the books in as near 
the 100 percent ratio as possible. The 
field forces were urged to seek out all 
wage earners and place some insurance 
on their lives, expanding this as pos- 
sible to adequate limits and to complete 
family coverage. In this connection he 
pointed out that the soliciting agents 
may find it necessary to work unusual 
hours, for the essential is to see the head 
of the family. As an indication of the 
needs in this direction, he cited the re- 
sults of a recent survey of severa] thou- 
sand homes in which it was found that 
17 percent of the heads of the families 
had less than $500 life insurance and 
34 percent had less than $1,000. Mr. 
Fiske said that the purpose of life in- 
surance is to benefit the widows and 
children and not merely to pay the 
undertakers’ bill, which such meager 
limits tend to do. The agents must 
reach the heads of the family, and ex- 
plain to them the need for adequate life 
insurance as among the necessities of 
life. 

Refers to Lapesation 

The gigantic proportions of the ordi- 
nary business now on the books were 
also pictured by Mr. Fiske. It was in 
connection with this class of business 
particularly that he commented on lap- 
sation. In referring to the remarkable 
growth of the recently inaugurated 
monthly payment department, he said 
that the company is gratified with this 
development and would not be averse 
to seeing all weekly business eventually 
transfer to this class. He said that the 
purpose of the company is to issue in- 
surance for the working man at a mini- 
mum cost, and the monthly plan per- 
mits an additional reduction in cost as 
compared with the weekly plan. He 
pointed out however that industrial cost 
has been remarkably reduced, now be- 
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ing very nearly down to that of ordi- 
nary business. 
Cites Ideals of Business 


Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 


Group insurance was also eulogized 
as one of the great economic-social de- 
velopments of the insurance business. 
He said that a great portion of the pop- 
ulation of the country is being reached 
through this medium which had not 
been reached in any other way. In all 
of these analyses Mr. Fiske pointed to 
the idealism in the business. He said 
that every one in the organization is 
working for ideals and for the working 
man, not for money, even though they 
must be well paid. In speaking of the 
accident and health business, Mr. Fiske 
urged the men to keep this clearly to 
the front in their minds, as it is one of 
the essentials in the complete program 
needed by their clients. He said that 
this should be one of the easiest lines 
to develop, as every individual sees the 
evidence of accident or sickness every 
day. The agent should provide for this 
and it should prove a simple task and 
an efficient method of building income 
by simply making use of the constant 
contacts made in other fields. 


Refers to Building Plan 


Vice-president F. H. Ecker sketched 
the financial situation of today and pic- 
tured an optimistic scene of continued 
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progress and prosperity. He also con- 
tinued Mr. Fiske’s picture of the ideal- 
ism of those in the business. He said 
that it is not only the size that counts, 
but the service and idealism of those 
building the structure. Mr. Ecker 
pointed out that although the Metro- 
politan Life is highly regarded for its 
gigantic proportions, its greatest recog- 
nition comes from the welfare work and 
the extensive service to policyholders. 
The company was called a great uni- 
versity with specialists in charge of the 
many departments. The wealth of pub- 
lished matter was referred to as a lib- 
eral education for any man. Particular 
reference was made to the housing pro- 
gram of the Metropolitan Life, recently 
made possible by a special act of the 
legislature. Mr. Ecker said that this 
was a gigantic experiment which stands 
as a demonstration of what can be done. 
The buildings erected by the company 
for rental at $9 per month have been 
proven a profitable investment. After 
ample allowance was made for interest 
and amortization, the investment in land 
and improvements brought a net income 
of 9.59 percent last year. Mr. Ecker 
said that this was a gratifying justifica- 
tion of the company’s program. 


Tells of Advertising 


Talks were also given by Vice-Presi- 
dents F. O. Ayres, and R. L. Cox, Mr. 
Ayres referred to the greatest asset of 
the company as the agency force, and 
said that the continued growth of the 
company depends upon this intangible 
asset over which the company can have 
no direct control. Mr. Cox urged a 
more efficient and yet simplified sales 
program. He urged the men to look up 
to the fundamentals of the sales ap- 
proach which often, overlooked, lead to 
lapses and many other ills of the busi- 
ness. In his talk, Mr. Cox also referred 
to the advertising of the company, show- 
ing the great influence it wields through- 
out the world. During 1927, the com- 
pany received 400 inquiries daily in re- 
sponse to advertisements and the aver- 
age thus far this year is 500 daily. On 
the two days immediately preceding the 
convention, 1,050 inquiries were received 
in response to the new February maga- 
zine advertisements. He said that these 
responses were not only coming from 
all parts of this country but from 21 
foreign countries as well. Mr. Cox also 
referred to the great development in 
health work, citing the increase in the 
use of the periodic examination by the 
Health Insurance Institute. Prior to 
last year there was an average of 5,500 
examinations monthly. In November, 
1926, the company began to call par- 
ticular attention to this and an increase 
was immediately reported, each month 
showing an increase of 1,000 or more 
until the peak was reached in March of 
last year with 14,000 examinations. Der. 
ing 1927 no month fell below 8,500 an 
the average was over 9,400. 


Extend Health Work 


Dr. Lee K. Frankel, vice-president 
and medical director, told of the work 
in the improvement of health condi- 
tions. He cited statistics to show that 
the Metropolitan policyholders were in 
a far better condition than the average 
of the country. The health centers o! 
the company have done remarkable 
work in reducing sickness and death 
and adding to the longevity of life. Dr. 
Frankel announced that the compan) 
is planning to still further develop this 
work through a decentralization of nurs- 
ing supervision. Ten district offices will 
be opened, each with local supervision. 
These will be in Albany, Boston, Phila- 
delphia, Baltimore, Cincinnati, Chicago. 
Detroit, St. Louis, Atlanta and New 
York. At the close of Dr. Frankel’s 
talk, the managers were given the first 
showing of a new film made and pub- 
lished by the Metropolitan for its wel- 
fare work. It was an interesting and well 
filmed picture of health through diet, 
particularly directed to the question 0! 
overweight. The importance of the film 
is indicated by some of the characters 
actually portrayed, including Genera! 

(CONTINUED ON PAGE 22) 
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REPORT ON OLD AGE 
DEPENDENCY IS GIVEN 


Furnishes First Accurate Statistics 
on This Question, Result of 
Long Study 


OLD ESTIMATE OBSOLETE 


Authoritative Figures Show More Are 
Independent Than Without Prop- 
erty or Income 


1—In an elab- 


NEW YORK, Feb. 
orate report just published on the sin- 
gle theme of old age dependency, the 
National Civic Federation has given the 
first authentic and accurate statistics on 
the dependency of those 65 years of age 
and older. The committee has been 
two years in the preparation of this 
report and its findings represent actual 
field work in typical sections of the 
east. While they may not reflect the 
precise condition countrywide or in any 
particular location, they approximate 
the general situation and replace the old 
and often rash estimates with figures 
which reflect the truth. 

The report of the National Civic Fed- 
eration once and for all brands as obso- 
lete the oft-quoted statement that 90 
out of every 100 men at age 65 are de- 
pendent. It is now definitely known 
that the rate of dependency is far 
smaller, as a matter of fact those hav- 
ing no property and no income being 
far less than the number who are in- 
dependent and on a comfortable living 
income. Of the aged urban residents 
who were interviewed, 25 percent are 
worth $10,000 or more, 42 percent pos- 
sess property to the value of $5,000 or 
more, over one-half are worth at least 
$3,000 and 57 percent have at least 
$2,000. On the other hand, 30 percent 
own no property, quite in contrast to 
the old estimates of 90 percent. 


Is Authoritative Report 


These figures come with a consider- 
able weight of authority. The National 
Civic Federation has as its honorary 
president, Elihu Root, as honorary vice- 
president, Haley Fiske, president of the 
Metropolitan Life, and as the acting 
president, Matthew Woll of the Ameri- 
can Federation of Labor. The special 
committee on old age annuities includes 

Techumseh Sherman, Vice-president 
William J. Graham of the Equitable 
—_ of New York, and Vice-president 
lames E. Kavanagh of the Metropolitan 
Life. The work of this particular study 

was directly in charge of Charles L. 
Edgar. It was impossible, of course, 
lor the federacion to personally inter- 
view every individual over age 65, but 
a very careful system of “sampling” 
was used. During the two years 14,815 
persons 65 or over were personally in- 


terviewed. These persons were “sam- 
el in eleven typical cities of New 
York, New Jersey, Pennsylvania and 


Connecticut. The cities investigated were 
Buffalo, Syracuse, Troy, Corning and the 
horoughs of Manhattan and Brooklyn in 
New York City, in New York; Newark 
and New Brunswick in New Jersey, 
Reading and Williamsport in Pennsyl- 
vania, and Bridgeport and Meriden in 
Connecticut. In addition, the 360 aged 
residents of the towns of Elma and 
Wales in Erie County, New York, were 
also interviewed, to give a brief picture 
of rural conditions, though no general 
Conclusions were drawn as to that phase 
of the subject. As a further precaution, 
those receiving soldiers’ and _ sailors’ 
Pensions were omitted. 

he table showing the financial con- 
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HUGE PROPORTIONS OF 
GROUP BUSINESS SHOWN 


_ 


METROPOLITAN WAS LEADER 


Vice-President Kavanagh Reports on 
1927 Accomplishments of 


This Class 

NEW YORK, Feb. 1.—The remark- 
able achievement of the Metropolitan 
Life in group business during 1927 was 
reviewed by Vice-President J. E. Kav- 
anagh in his report before the com- 
pany’s convention here last week. Mr. 
Kavanagh showed that the Metropoli- 


tan led all companies in group business, 
although it was one of the compara- 
tively recent entrants in this branch of 
the business. The company in 1927 
wrote over one-third of all the group 
business written in this country. It was 
pointed out that one of the remarkable 
showings was the renewal of this busi- 
the gain in insurance in force be- 
ing greater than the new business writ- 
ten, withdrawals and increases account- 
ing for this. 


ness, 


Huge Group Department 


Mr. Kavanagh said that during 1927 
over 1,500 contracts were written, in- 
volving over 240,000 lives, with a total 
premium income of $6,000,000. The 
Metropolitan’s group department now 
reports a total annual income of $31,- 
600,000. This department paid insur- 


ance benefits to 48,000 families last year. 
Mr. Kavanagh said that it has become 
a_ great branch of political economy. 
He compared group insurance to pro- 
duction engineering, saying that this 
efficient provision of employer- employe 
relationship means much to the eco- 
nomic health of the country. 


Is Economically Handled 


The comparative economy of handling 
group insurance was also stressed by 
Mr. Kavanagh. He said, that although 
the group business was of such pro- 
portions as to require the mailing of 
641 checks daily, the entire business 
was handled with one-sixth of the pro- 
portionate working force in the other 
departments of the business. If all of 
the Metropolitan’s business could be 
handled as economically as the group 
business, it could be handled by 7,000 
employes instead of the 42,000 now with 








INSU R. ANCE EDITION 


SECOND GROUP GETS. 
NATIONAL CERTIFICATE 


COMPLETE LIST IS GIVEN 


Names of Life Underwriters Association 
Members Who Have Been Hon- 
ored by the Organization 


NEW YORK, Feb. 2.—The National 
Association of Life Underwriters has 
announced that 12 prominent associa- 
tion men have been awarded the certifi- 
cate of “Accredited National Association 
Life Underwriter.” This is the second 
group of applications. While the number 
of applications in the second group 
failed to reach the total of the first group, 
the board of admissions of the Ameri- 
can College of Life Underwriters, which 
is passing on these applications, is pleased 
with the results. 


Second Group Listed 


The included the fol- 
lowing: 

Paul Foster Clark, Boston; George L. 
Dyer, St. Louis, Franklin W. Ganse, 
Boston; August Cornelius Larson, Mad- 
ison, Wis.; Ralph E. Larson, Milwaukee; 
Joseph M. Minton, Houston, Tex.; J. 
Arthur Pino, Lansing, Mich.; Harold =. 
Shirley, Pittsburgh; Jess Burns Staggers, 
Steubenville, O.; Theo. P. Williams, 
Corry, Pa.; Edward Wallis Woods, 
Pittsburgh. 


second group 


Complete Roster Impressive 
The complete roster of “Accredited 
National Association Life Underwriters” 


now stands as follows: 

Lloyd Knight Allen, Boston; C. 
Vivian Anderson, Cincinnati; Albert G. 
Borden, New York City; E. Clay 
Brock, Springfield, Mass.; Ernest J. 
Clark, Baltimore; Paul F. Clark, Bos- 
ton: William Colgan, Louisville; Reu- 


ben U. Darby, Baltimore; C. Fred Davis, 
Indianapolis; Nathan Degan, Pittsburgh; 





Wm. McGill Duff, Pittsburgh; George 
L. Dyer, St. Louis; G. E. Otto Flock, 
Williamsport, Pa.; William M. Furey, 
Pittsburgh; W. R. Furey, Pittsburgh; 
Franklin W. Ganse, Boston; Richard H. 
Habbe, Indianapolis James W. Haugh- 
ton, Fort Wayne; A. C. Larson, Madi- 
son, Wis.: Ralph Elliott Larson, Mil- 
waukee; Ois Earl Logan, Indianapolis; 
Guy MacLaughlinfi Houston, Tex.; Wil- 





income 
include aid, 


tIncludes earnings, 
real estate, but does not 


tIncludes for married persons, the 
§This column 


includes a few 





ition of the persons interviewed for 


return therefrom 


etary 


from savings 


the company. Mr. Kavanagh also an-| liam H. Meub, Indianapolis; Joseph H. 
nounced during his talk that the Metro-| Minton, Houston, Tex.; John Patrick, 
politan is planning to bring out in the | Charleston, W. Va.; J. Arthur Pino, 
very near future a new policy which| Lansing, Mich.; Harold Locke Quigley, 
will mark a new epoch in life insur-| Seattle; Max Salzer, Cincinnati; John 
ance. It is a single contract which| T. Shirley, Pittsburgh; John L. Shuff, 
will include all of the various group] Cincinnati; Jesse B. Staggers, Steuben- 
offerings of the company. ville, O.; Frederick J. Stevenson, Pitts- 
Ss _| burgh; Elbert Storer, Indianapolis; 

To — oe ~~ | James Teeters, Indianapolis; Orville 
this report, both as to property and] Thorp, Dallas; Charles Edgar Way, 
income, is given herewith. Akron; Graham C. Wells, New York 
Thus the report is an actual reflec- | City; Theo. P. Williams, Corry, Pa.; 
tion of conditions in this particular field | Edward A. Woods, Pittsburgh; Edward 

(CONTINUED ON PAGE 21) W. Woods, Pittsburgh. 

Figures on Financial Condition | 





Annual Incomet 
Amount of ——(Including for Married Persons, Income of Coens y -——— 
» rT y 2o00 n- 
, ae ” or 1500- 1000- T700- 500- 400- 300- 200- 100- der § 
Total Over 1999 1499 g99 699 499 299 199 100 None 
Total ..... 13,785* 2,276 1,052 2,241 1,538 1,046 471 61 520 817 2,638 
$10,000 or over 3,546 1,799 +3 408 355 320 140 42 15 18 27 
$7500-$9999 ... 844 86 128 174 86 84 5 27 28 10 22 
$5000-$7499 ... 1,475 151 175 «345 153 79 43 257 64 44 71 
$4000-$4999 ... 617 36 50 163 87 42 16 43 79 29 49 
$3000-$3999 . 648 39 78 147 87 16 25 1% 124 21 41 
$2000-$2999 708 9 51 175 104 34 19 24 85 111 40 
$1000-$1999 701 23 56 162 103 61 17 21 32 172 32 
$100-$999 ..... 1,024 ‘1 61 202 173 82 36 23 15 314 36 
Under $100 129 es > 1s 22 16 5 ; 3 10 42 4 
NOME .cccccces 4,068 61 119 445 366 282 119 130 102 68 56 2.316 
*Not including veterans of the Civil War and their wives, widows of such 
veterans and other recipients of military pensions. Both members of the married 
couple, if 65 years of age or over, are counted and placed in the same financial 
group; otherwise only the one 65 years of age or over is counted, 
and investments, and net income from 
assistance or relief from any source 
property of the spouse. 
persons who own property but derive no mon- 








COMMITTEE ATTENDS 
BLACKBURN FUNERAL 





Large Group of Friends and Ac» 
quaintances in Life Field 
Present 


MANY NOTED MEN ATTEND 


Services for the Former Secretary of 
the American Life Convention 
Held in Omaha 


The 
pointed to represent the 


following committee was ap- 
American Lifc 
Thomas W 
its tormer secretary and gen- 
Arnold, 
National Life; 


general counsel, 


Convention at the funeral of 
Blackburn, 
eral counsel. O. J. president 
William 
[ravelers; J. 
Kansas _ City 


Hamilton, president 


Northwestern 
BroSmith, 
B. Reynolds, president 
Miller 
Francis V. 
West Coast 
Graham, vice-president Central States 
Life; Lee J. Dougherty, vice- prosicent 
Guaranty Life of Davenport; C. 
Ayres, president American Life of De- 
troit; Daniel Boone, president Midland 
Life of Kansas City; Claris Adams, sec 
retary and general counsel American 
Life Convention; Frank W. McAllister, 
general counsel Kansas City Life. Mrs. 
L. F. Beymer, assistant secretary of the 
convention, attended the funeral. 

J. B. 


Life; Isaac 


Federal Life: Keesling, gen 


eral counsel Life; George 


Reynolds’ Tribute 


President J. B. Reynolds of the Kan- 
sas City Life, the first president of the 
American Life Convention, said as to 
Mr. Blackburn: 

“The sudden death of Mr. Blackburn 
was so shocking to me that | cannot 
find words to adequately express myself. 
In my opinion he did more to foster and 
develop the American Life Convention 


than any other man. The monument 
thus erected will be more lasting than 
one of stone or granite. His personal 


friendship was a coveted prize. His life 
and Christian character were an inspira- 
tion. His kindness and consideration 
for others endeared him to all. For me 
this is an occasion where feeling and 
sentiment cannot be expressed in 


words.” 
Funeral Services Held 
The funeral service was held at 2 
o'clock Monday afternoon at the Hoff- 
man-Crosby chapel, the Rev. Frank G. 


Smith, of the First Central Congrega- 
tional church officiated, in simple but 
impressive service. 

Active pallbearers were, W. R. King, 
law partner of Mr. Blackburn; R. A. 
Van Orsdell, William C. Ramsey, Ed- 
ward R. Burke, Arthur M. Haight and 
Winthrop B. Lane, all prominent attor- 
neys of Omaha. 

Honorary Pallbearers 


were James H. 
Ernest Kelley; 
general solicitor, 
Fred P. Loomis, 


Honorary pallbearers 
Adams, attorney: Dr. 
Nelson H. Loomis, 
Union Pacific System; 
E. H. Benner, real estate and insur- 
ance agency; A. C. Troup, judge, dis- 
trict court No. 4; J. B. Haynes, president 
Haynes Advertising Company; I. R. Van 
Tuyle, U. P. System; Edson Rich, as- 
sistant general solicitor, U. P. System; 
R. L. Robison, president Bankers Re- 
serve Life; Mathew A. Hall, British 
vice-consul; George N. Mecham, presi- 
dent Omaha Bar Association; David A. 
Fitch, attorney; Judge Charles B. Let- 
ton, clerk of the supreme court; Charles 
A. Goss, judge, district court No. 1; 
Walter G. Preston, vice-president, Bank- 
ers Reserve Life; E. G. McGilton, at- 
torney; R. C. Hoyt, clerk U. S. District 

(CONTINUED ON PAGE 21) 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








New York Life Agents 
- Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 


and happy?” 





Building 

now being erected on the site 

of the famous old Madison 
Square Garden 


New Home office 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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B. OAKES of iit in 
M.. talking to general agents there 

® at Indiana Insurance Day, said 
that back of every big general agency 
is a big man. He said that the late 
Edward A. Woods of Pittsburgh, who 
had the greatest life insurance agency in 
the country, was great in little things as 
well as big. He saw that every detail 
was attended to. For instance, though 
he died 25 days before last Christmas 
he had gotten out a Christmas greeting 
card and sent to his many friends a 
copy of Henry Drummond’s “Greatest 
Thing in the World” with a preface 
written by him. 

Mr. Oakes said that love must be 
hack of life insurance. Big producers 
love to mingle with people who come 
in contact with them. They are willing 
to spend time on a $1,000 case if the 
man needs 


pay for any more. 


Effect of Mental Attitude 


Mr. 


agents and his work is a prime factor. 
He has a responsibility to his company, 
to his organization, to his family and 
to his community. He must survey the 
situation and weigh plans. He must 
look far ahead. Many general agents 
have fear working in their minds. This 
causes many failures. Mr. Oakes de- 
clared that a general agent should free 
his mind of cause of fear. The general 
agent, he declared, must be able to see 
himself as an executive, as a creator. 
He must see his agency rising, growing 
and he must be willing to pay the price 
of the building. 

Mr. Oakes feels that frequently old 





that insurance and cannot 


Oakes declared that the mental | 
attitude of a general agent toward his } 


| A BIG GENERAL AGENCY IS 
| ALWAYS FOUND A BIG MAN 








agents that are rere of doing much 
more than they are now are neglected. 
They get into ruts and the general 
agent allows them to continue on the 
same old basis. He said that the gen- 

eral agent can increase the production 
of old men by stimulating methods. 
Frequently he can gain more from these 
men than by giving too much attention 
to recruits. He advised general agents 
to get the old men in their organiza- 
tion to raise their sights. They should 
get nearer the possibilities that are 
within them. 

Mr. Oakes brought out the fact that 
the very atmosphere of some general 
agency offices is depressing. If a pros- 
pect for an agency or insurance enters 
there he receives a bad impression. He 
advised general agents to have a 
tive offices so that any caller would | 

agreeably impressed. 


Should Have Agency Prospect File 


He said that many general agents do 
not have a prospect file for new agents 
They should be continually making con- 
tacts through their own agents, policy- 


holders, medical examiners, prominent 
men, display and classified advertising, 
men in industries, men in blind alley 


jobs, and so on. 

Some general agents, he said, will 
make a specific effort on some town 
or community to get an agent and will 
continue until they secure one. 

Mr. Oakes said that many general 
agents in using classified advertising do 
not follow a logical plan. They will 
use a few words whereas they should 
spend more money and tell a bigger and 
fuller story. They should spend as 
much money on classified advertising .s 
they do on display. 








MOHAN FIELD MANAGER 
FOR EUREKA-MARYLAND 





Through the consistent growth of the 
Eureka-Maryland, it has been necessary 
to appoint a field manager, T. J. Mohan, 
formerly southern division manager, 
who has been successful in developing 
men and agencies, has been selected 
for this position. Mr. Mohan’s record 
in the life insurance business is some- 
what analogous to that of the late Presi- 
dent J. C. Maginnis. Born and raised 
in the anthracite coal regions of Penn- 
sylvania, he was obliged to work in the 
mines by day and gain his education 
through attendance at the night schools. 
In 1906 he went with the Prudential 
at Mount Carmel and worked under 
Mr. Maginnis, who was then assistant 
superintendent. After Mr. Maginnis’ 
promotion and transfer to the New 
England states, Mr. Mohan resigned his 
position and entered Valparaiso Uni- 
versity in Indiana. Graduating from 
there a few years later, he reentered 
the insurance business as assistant su- 
perintendent at Bangor, Pa., again un- 
der J. C Maginnis who was general 
manager of the Reading Mutual at that 
time. From this time on Mr. Mohan 
moved rapidly. He was promoted to 
superintendent at Lansford and later 
made field supervisor of the Home Life 





of Philadelphia. In 1916 he resigned 
and assumed charge of a staff for the 
Pennsylvania Mutual. In 1922 he en- 
tered the ranks of the Eureka-Maryland 
in the ordinary department and devel- 
oped the leading agencies of Hazelton 
and Wilkes-Barre. He also reorganized 
the Philadelphia office. A year later 
he accepted the management of the 
southern division. 


Addressing Sales Congresses 


Roger B. Hull, managing director and 
counsel of the National Association oi 
Life Underwriters; Mansur B. Oakes o 
the R. & R. Service, Indianapolis, he 
John A. Reynolds, vice-president of the 
Union Trust Company, Detroit, are ad- 
dressing a series of life insurance sales 
congresses this week. They speak at 
Tulsa, Okla.; Wichita, Kan., and Kansas 
City, Mo. In addition to the sales con- 
gress, which in each city is an all-day 
session, there is a banquet following 
each program. Mr. Reynolds’ subject 
is “What Constitutes Trust Company 
Cooperation to Life Underwriters?” 

Homer Guck, vice-president of the 
Union Trust Company, Detroit, spoke 
Jan. 30 to a gathering of 400 bank and 
trust company officials at Columbus, O.. 
under the auspices of the Citizens Trust 
& Savings Bank and the Columbus Liie 
Underwriters Association. 





















emmaniar LIFE INSURANCE COMPANY 


Profitable arrangements for Brokers and other company agents who 
wish to place their business on colored risks 
Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, | 


District of Columbia, New York, Maryland, Indiana, Virginia and New Jersey 
Write the Company — 3621 South State Street, Chicago | 
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EQUITABLE OF IOWA 
DISTRICT AGENTS MEET 


ONE-DAY SESSION IS HELD 


Plans for New Year Are Laid and 
Methods of Increasing Pro- 
duction Are Discussed 


Northern Illinois district agents of 
the Equitable Life of lowa who operate 
under the direction of Agency Manager 
L. A. Williams met in Chicago this week 
to discuss the outlook for the year and 
to lay plans for increasing their 1928 
production. The morning meeting was 
held in Mr. Williams’ Chicago offices 
and the afternoon 0d me in a hotel, 
following a luncheon. 

Mr. Williams opened the morning 
session with an address on “Possibilities 
and Accomplishments.” The feature of 
this session was a debate on the propo- 
sition: Resolved, that it better sales- 
manship to specialize on a policy for a 
definite purpose than to attempt to cover 
all the needs of a prospect in creating 
the demand. J. C. Bell of Joliet and W. 
A. Reay of Chicago took the affirmative 
and W. J. Andrews of Morris and Ralph 
Menard of Kankakee the negative. 

Abstract Made to 


A. A, Andrews of 
the afternoon meeting on 
“Making the Abstract Pay 
Mr. Andrews said in part: “I have been 
able to increase production by gaining 
entree to people by way of the abstract 
When an insurance man approaches a 
prospect and mentions first the sale of 
insurance the reaction usually is nega- 
tive. But when the proposition of ab- 
stracting the prospect’s policies is sug- 
gested, the prospect invariably asks, 
‘What's that?’ I am beginning to get 
returns now on abstracting I did when 
I first entered the business.” 

Mr. Andrews told how he sold $2,000 
ot business on the first abstract he made. 
Recently he saw this client again and 
opened the way for the sale of another 
good amount of protection. 

“Policy Peddler” Dead 


Pay 


Ottawa addressed 
the subject, 
Dividends.” 


In an unprogrammed talk following 
Mr. Andrews’, Mr. Williams said: “It 
rests with us whether the quality of the 
life business is going to improve through 
the caliber of the man in the business. 
The policy peddlers’ day is over. The 
life insurance business once offered an 
opportunity for all the failures in other 
trades and professions to go out and 
sell a few commissions. But no more. 
Today we are consultants. The stand- 
ard of the business has increased to such 

i degree that this year very few men 
will receive awards from the College of 
Underwriters because the standard of 
that institution is so high. The modern 
life man’s duty is to consult with other 
men on how to best to build the house 
of protection.’ 

“The cheapest policy in the long run” 
was the subject of a brief address by 
Raymond Eman of Joliet. Mr. Eman 
likened buying temporary insurance to 
renting a house and buying permanent 
insurance to buying a home. He said 
the ordinary life policy is the basic pol- 
icy and in dollars and cents is the che: ap- 
est, but may not be the cheapest for 
any individual client for various rea- 
sons, 

The remainder of 
taken up with informal discussion of 
settlement options and other matters. 
Immediately following the luncheon a 
brief talk was made by A. Barr of THE 
NATIONAL UNDERWRITER. 


the program was 


Thomas Bradshaw Heads Company 


Thomas Bradshaw has been elected 
President of the North one Life 
of Canada. He succeeds W. B. Taylor, 
who has resigned as mob B ‘but will 
continue with the company as a vice- 
President. J. H. Gundy of Toronto was 
elected chairman of the board. 





CHICAGO NATIONAL 
CELEBRATES RECORD 


A. L. WHITMER IS HONORED 


Company Has Passed the $58,000,000 
Mark of Insurance in Force 
in Six Years 





The officials, agents and a number of 
friends of the Chicago National Life 
celebrated the passing of the $58,000,000 
insurance in force in six years time at 
the Stevens hotel in Chicago Monday 
night. The testimonial was given in 
honor of A. L. Whitmer, the founder of 
the company and the chairman of the 
board, both of the life company and the 
underlying companies, the United States 
General Agency Company and the IIli- 
nois National Underwriters Company. 
The premium income is now averaging 
$100,000 monthly. 

One of the most 
was made bv M. F. 
the Cook County 
sheriff. Mr. 
perience at 
that 45,000 


striking addresses 
Zimmer, warden of 
Hospital and former 
Zimmer drew on his ex- 
the county hospital, saying 
people were treated there 
last year and very few had insurance. 
He said if more people would take out 
life insurance there would be far less 
misery and poverty. He asserted that 
the usefulness and service of life insur- 


ance had been very forcibly brought to 
his attention since he had been at the 
hospital. He said that life insurance 


agents are benefactors to families be- 
cause through this medium means are 
provided for their support in time of 
distress, 
Notable Array of Speakers 

President S. T. Corydon of the com- 
pany who was unable to be present on 
account of absence from the city sent a 
congratulatory telegram. Among _ the 
other speakers were T. Frank O’Con- 
nell, secretary and treasurer: Edward 


R. Litsinger, president of the Board of 
Review of Cook County; A. E. John- 
son, superintendent of agents: G. Ray- 
mond Schaffer, advertising manager for 
Marshal Field & Co.; J. O. McKinsey, 
chairman of the board of the Hamilton 
Bond & Mortgage Company and the 
Midwest State Bank, who spoke on the 
value of real estate bonds as invest- 
ments; Dr. William B. McNally. cor- 
ener’s physician, Father W. P. Burke 
of Kewanee, Ill, and John Charlston, 
president Joliet (Ill) Wall Paper 
Works. The toastmaster who was an 
artist in after dinner ceremony direct- 
ing was Robert H. Farrell, former at- 
torney for the Lincoln Park Board. 
Henry C. Pegram. general agent of 
the companv in Chicagwo and _ veteran 
member of the field staff. presented Mr 
Whitmer with an engrossed 


testimonial 


signed by the agents, officers. directors 
and home office employes. expressing 
their good will. Mr. Whitmer re- 


sponded with feeling. 


There were on the books Jan. 1, $55.- 
776,014. There was sold during Decem- 
ber but not issued $1,447,750. During 


January the production was $750,000. 
That put the company past the $58,000,- 
000 mark at the time of the celebration 


Bankers Life Agency Schools 


President Gerard 48 Nollen of 
Bankers Life of Iowa, 


the 
assisted by W. 


W. Jaeger, vice-president and director 
of agencies; O. B. Jackman, assistant 
director of agencies, and B. N. Mills, 


assistant secretary and advertising man- 
ager, has just concluded a series of 
five schools of instruction for members 
of the Bankers Life field force. Ap- 
proximately 800 salesmen were in at- 
tendance at the schools. 

Schools were held in 
Ta., Jan, 2-3; Columbus, 
Orleans and Edgewater 
Jan. 9-11; San 
Del Monte, Cal., 


Des Moines, 
Jan. 4-5; New 
Park, Miss., 


and 


Antonio, Jan. 13-14, 
Jan. 


18-19. 








CONTINENT AL ‘COMPANIES 
TO SUPPLY AGENCY AIDS 


LITERATURE IS DISTRIBUTED 
Agents Who Subscribe to Plan Agree 
to Increase Net Premiums by 
20 Percent 





This month the first piece of literature 
in an elaborate campaign to help agents 
of the Continental Casualty and Conti- 
nental Assurance increase business is go- 
ing through the mails. The “Foresight 
Business Building Plan” is the name 
under which the campaign is conducted. 
The first piece of mail matter after the 
initial circular letter announcing the 
plan is the “Master Plan Book,” which 
outlines the campaign and contains a 
participation agreement, under which 
the agency and sub-agency plant of the 
companies agrees to produce a net pre- 


mium increase of 20 percent over the 
preceding year. 

According to the January issue of 
“Continental Agents’ Record,” the plan 
is founded primarily on “a square and 
unfaltering consideration of the problem 
confronting every agent—How to 
crease production and profits.’” 

The “Master Plan Book” outlines in 
brief the sales aids designed for the 


agents, beginning with newspaper ad 
vertising. Following in tl ] 
months of the year will be “7 on auto- 
mobile business, accident and health, life 
insurance, fidelity and surety 
and the burglary and plate glas 

To integrate the process Bs us 
aids the “Strategy Book” is made a pe 
of the plan. This book contains a weal 
of information on finding 
taining salesmen, obtaining 
following up and 
ters with which agency heads 
stantly concerned. 
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THREE NEW OFFICERS FOR 





busit 1¢ss, | 


CONNECTICUT MUTUAL LIFE 


The board of directors of the Con- 
necticut Mutual Life at a recent meeting 
elected three new officers. 


Dr. Henry B. 
assistant medical 
March 1. Dr. 


Rollins 

director, effective 
Rollins was born in 
Palmer, Mass., and was graduated from 
Dartmouth college in 1920. He entered 
Yale medical school and upon gradua- 
tion entered the New Haven general 
hospital as an interne in 1923. He is 
well known by reason of his work with 
the Yale in China unit in the depart- 
ment of medicine and pathology. He 
was located in China from 1923 to 1927 
He has been eng: 
in Southington, Conn., 
of 1927. 

Leslie R. Martin, 
was elected assistant 
company. Mr. Martin entered the em- 
ploy of the company in June, 1910, 
graduation from Enfield high school, 
and one year later, 1911, was taken into 
the actuarial department, where he has 
since devoted all of his time, rising to 
the position of assistant actuary in 1923. 
Mr. Martin will assume some new duties 
in addition to his actuarial work as a 
result of this action. He is well known 
in actuarial work, and was the com- 
pany’s delegate to the International Con- 
gress of Actuaries in London in June, 
1927. He is a fellow of the Actuarial 
Society of America, the American In- 


since the spring 


assistant actuary, 
secretary of the 


stitute of Actuaries and the Actuaries 
Club of Hartford. 
Charles P. Carter, chief assistant of 


the mortgage loan division of the com- 
pany for several years, has been elected 
supervisor of farm loans. 


The actual value is not always real- 
ized at the time the business is solicited. 
We discover the most sympathetic ap- 
preciation of life insurance when we 
place the proceeds of a policy in the 
hands of a widow. 


ged in private practice 


becomes an | 


upon | 











GEM CITY LIFE HOLDS 
ITS AGENTS’ CONVENTION 


ELECT FOUR NEW DIRECTORS 


Company Now Has $23,378,921 Busi- 
ness in Force and Assets 
of $1,554,902 


The Gem City Life held its agents’ 
convention at the home office, cele- 
brating the best year in its history in 


1927. Over 60 agents were present, or 
about half of the company’s field force, 
the best producers having been selected 
to come to the mecting. 

At the stockholders’ meeting four 
new directors were elected: W. E. 
McGervey, president of the Dayton Sav- 
ings & Trust Company; W. C. David- 
son, president of the City National 
Bank; H. E. Talbott, Jr., capitalist, one 
of Dayton’s outstanding business men, 


and Russell McGee, secretary to Mr. 
Talbott. The addition of these ya * 
tant men to the Gem City’s board wi 


company’s prestig 
and throughout i 
Gem City wrote nearly hal 

business in Dayton last year 
and is laying plans for still larger de 
velopment for 1928. In fact, during the 
meeting the Dayton agencies 
the entire field for new bus 
production in 1928 


add greatly to the 
iW its home cit 

field The 
its total 





agents 
( hall ne d 
ness 


Company's Figures Given 


increased its insurance 
250,000 and at the 
$35,000 to its surplus 
income $701,515 and 
378,921, Its 
and its 
309,093. 
oming right 
plans for 1928, It 
vear with $30,000,- 
President I, A. Mor- 
intendent of Agencies 
presided over the various 
feature of the first dav 
-<lown between the Red 
Elephants, the Reds led 
Cleveland and the 
Trout of Dayton. Thesc 
aged a contest for new 
the past four months 
which was won by the Reds. G. H 
Plecker of Dayton was presented with 
a watch as president of the Anniversary 
or $15,000-a-Month Club, composed of 
the consecutive $15,000 a month 
ducers. Th the club will be com- 
posed of $16,000 a month producers, or 
over, as the company is now 16 years 
R. W. Stratton of Dayton led the 
field forces of company and has 


The company 
in force bv $3. 
time added 


in 1927 


Sali 
overt 
T he was 
nsurance in force $23, 
assets are now $1,554,902 
plus to policyholders $ 
The company is c 
and it has enlarged 
lose the 

Vice 
and Super 


Pavey 


expects to ¢ 
000 in 
rissett 
E. M. 
sessions. The 
was the show 
and Blue 
by Paul Brennan of 
Blues by L. C 
two fact 
business during 


force 


ions st 


pro 
pre 


is vear 


old. 


' 
the 


the honor of having produced the larg 
est amount of business. Other features 
of the first day were an address given 
by the mayor of Dayton and theatre 
party 
Exhibit Checks 

On the second day Judge Charles J. 
Orbison delivered an address on “The 
Call of Life Insurance to Mankind.” 
Exhibited at the convention were fac- 
similies of checks totaling $500,000 to 
the beneficiaries of the $500,000 policy 
issued bv the Gem City Life two years 
ago to Lee Thomas Cooper, a million- 


aire real estate operator of Dayton and 
Florida, who died while undergoing a 
surgical operation in a Dayton hospital 
last month. This large policy was given 
to the Gem City as a compliment to the 


home company and reinsured in some 
35 companies, the Gem City’s net line 
being $5,000. 

Extending Operations 


The company is now extending its 
operations into a number of states out- 
side of Ohio and has its home state 
well organized. One of its new depar- 
tures is its “Dollar a Month Policy,” 
written on the ordinary plan with a 
loading of 15 percent to take care of 
the monthly premium. The insurance 
is for varying amounts according to age 
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If fire came to your office 
today—would your 
records survive? 


HE most serious loss caused by fire in 
nearly every instance is the loss of records. 


Physical property is generally insured. 


If your records are destroyed, what is there 
to start from, what is there to work from in 
getting started again? 


There have been too many directors’ meet- 
ings held in the blackened ruins of burned 
buildings, trying to find just where things stand. 


Don’t let this happen to you! 


A GF Aillsteel Safe is the best protection you 
can provide for your records—the nerves of 
your business.— And in addition to the fire 
protection, there is the added advantage 
of being able to place your safe at the point 
of use, just as you would a desk—and a GF 
Allsteel Safe is as movable as a desk. 

THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio - Canadian Plant: Toronto 
Branches and Dealers in all Principal Cities 


‘The GF Allsteel Line: Safes - Filing Cabinets - Sectional 
Cases + Desks + Tables + Shelving + Transfer 


Cases + Storage Cabinets - Document Files + Supplies 





SAFES 














Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING COMPANY, Youngstown, Ohio 


Please send me at once your booklet “Safeguarding Vital Records of Business.” 
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and plan, the premium being $1 a month 
which is mailed into the company. The 
results under this plan thus far have 
been very satisfactory and a good class 
of business is being written. This plan 
will be extended considerably during 
the coming year. 

The company has also changed its 
five and 10-year term rates, making 
them convertible only up to the fourth 
and seventh years respectively. The 
new rates will be found in the policy 
section of this issue. 

The growth in their company’s sur- 
plus, combined with the handsome in- 
crease of insurance, is especially grati- 
fying to the management and shows 
that the Gem City has now overcome 
all its earlier difficulties and is in line 
for a rapidly increasing and sound 
growth. 


AMERICAN LIFE CONVENTION 
MEETS OCT. 8-12 IN ST. LOUIS 





The annual meeting of the American 
Life Convention will be held at the 
Hotel Statler, St. Louis, Oct. 8-12, O. 
J. Arnold, president of the convention, 
has announced. The medical, legal, 
junior, agency, office management and 
investment sections will also meet with 
the main body of the convention. It is 
anticipated that more than 400 company 
officials will attend the meeting. 

President Arnold and Secretary and 
General Counsel Claris Adams contem- 
plate a program that will be of much 
general interest. Many prominent men 
in insurance and other lines of indus- 
try will be included on the program, 
but a distinct feature of this year’s 
meeting will be round table discussions. 
In the section gatherings especially 
considerable time will be devoted to 
‘snd informal talks on mutual prob- 
ems. 


JAMES M. COWAN MADE 
FINE RECORD IN 1927 





James M. Cowan of Aurora, IIl., gen- 
eral agent of the Northwestern Mutua! 
Life, got credit for $9,298,225 paid for 
husiness in his territory for last year, 
thus giving him a standing of fifth in 
rank among all the general agencies. In 
per capita the Cowan General Agency 
stands fourth with $27.07. The Cowan 
General Agency is in agricultural terri- 
tory with no large city to draw from. 
The farm situation evidently has not 
affected the Northwestern Mutual Life 
agents in this section. The indications 
are that the farmers are “coming back.” 
The general agencies that outranked 
Mr. Cowan in volume of paid for busi- 
ness in the last year are New York 
City, Chicago, Detroit and Milwaukee. 


Detroit Life in Reinsurance Deal 


Announcement of the reinsuring of 
the Ancient Order of Hibernians in 
Michigan by the Detroit Life has been 
made. This is a straight reinsurance 
deal, the members of the order paying 
their premiums to their state secretary, 
who remits to the Detroit Life. The 
business .is reinsured on the ordinary life 
basis and in no case will the liability of 
the Detroit Life be in excess of $1,000 
on any individual. 


Waddell Assistant Director 


J. M. Waddell, former Texas super- 
visor for the Bankers Reserve Life of 
Omaha, is promoted to assistant direc- 
tor of agencies. He will be associated 
at the home office with R. E. Irish, di- 
rector of agencies. Prior to his con- 
nection with the Bankers Reserve Life 
Mr. Waddell was Mississippi general 
agent for the Central Life of Iowa. 


J. M. Conover is Advanced 


Joseph M. Conover, since 1901 pur- 
chasing agent of the Penn Mutual, has 
been advanced to assistant to the vice 
presidents, and has been added to the 
home office service committee. Mr. 
Conover has been president of the em- 
ployees’ association at the home office, 





the Penn Mutual Association, since its 
formation in 1922. He is still a young 
man, but in his still younger years 
he had fame as an athlete. 


PHOENIX MUTUAL LIFE’S 
HOME OFFICE CHANGES 





James A. Giffin, who is now assistant 
agency manager of the Phoenix Mutual 
Life, was formerly manager since 192: 
of the Phoenix Mutual sales training 
school at Hartford. A varied experi- 
ence of 18 years in selling and sales 
management, largely along educational 
lines, particularly qualified Mr. Giffin 
for his work. 

Mr. Giffin came to the Phoenix Mu- 
tual from San Francisco, first as associ- 
ate director of the sales training school. 
He later succeeded Col. D. Gordon Hun- 
ter, who became manager of the hony 
cffice agency. Under his tutelage, 15 
classes have been graduated from th« 
school as qualified counsellors. Mr. Gii- 
fin will continue to direct the company’s 
educational activities and in addition, he 
will assist Agency Manager James A 
Whitmore in the direction of the field 
forces. 

Prominent in Advertising 


Leon A. Soper, the manager of a new 
sales planning division, was for several 
years in charge of sales promotion. Th« 
function of the new division will be not 
only to stimulate selling effort in th: 
field but to develop the effectiveness 
with which sales material is used. Mr. 
Soper, who joined the company in 1912, 
has made a notable record in charge of 
direct mail advertising, sales service 
leads and sales promotion. He long has 
been prominent in publicity and direct 
mail advertising work, having served as 
president both of the Hartford Adver- 
tising club and the Insurance Advertis- 
ing Conference, as well as on important 
committees of the Direct Mail Adver- 
tising association. 

Herbert C. Skiff succeeded Mr. Soper 
as manager of sales promotion, a posi- 
tion for which he is well fitted through 
five years of association with Mr. Soper. 

Following his graduation from Wes- 
leyan and before joining the Phoenix 
Mutual, Mr. Skiff had a year and a half’s 
experience as salesman and manager. In 
his new capacity, the direct mail and 
service lead phases of the business will 
be still further enlarged. During 1927 
25 percent of the total paid business of 
the Phoenix Mutual organization came 
through this service to the agents. 


Richardson to Montana Life 


Robert B. Richardson, for the past 
seven years assistant actuary of the New 
World Life of Spokane, leaves the last 
of the month for Helena, Mont., where 
he is to be actuary of the Montana Life. 
He joined the New World Life on 
graduation from the University of Mich- 
igan. 

A farewell dinner in his honor was 
given last Monday night and attended 
by 34 officers and employes of the com- 
pany. R. C. Burton, secretary and ac- 
tuary of the New World Life, “presented 
Mr. Richardson with a handsome gold 
watch and he was given a cigarette case 
and lighter by his fellow employes. 
farewell message illuminated on parch- 
ment was presented to him by James 
L. Collins, vice- -president and superin- 
tendent of agencies, and President J. 
Cadigan gave an interesting talk. 


Equitable of Iowa Election 


At the annual meeting of the Equi- 
table T.ife of Iowa, Tay N. Darling and 
Carl Weeks were elected to the board 
of trustees. 

Phineas Henry was appointed general 
counsel and Clvde Kirk and Arthur Mc- 
Gill were appointed counsel. Miss Ada 
Popple, formerly assistant cashier, was 
elected assistant treasurer. Miss Pop- 
ple ioined the company June 22, 1914. 
starting to work in the cashier’s office. 
She soon was appointed an assistant 
cashier, and for some time has bee" 
in charge of all the company’s bon‘s 
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TRAVELERS PLANS DRIVE 
FOR AGENCY BUILDING 


WILL INSTITUTE EFFICIENCY 


Managers in Conference Discuss Re- 
sults of 1927 and Plans 
for Coming Year 


One of the interesting announcements 
made at the annual managers’ confer- 
ence of the Travelers, held at the home 
office last week, was that of the new 
titles and new general plans for the life 
managers. In the future they will be 
known as managers of agency building, 
or rather, there will be but one manager 
in each branch office, bearing such ti- 
tle. Extensive expansion is planned by 
the company and a drive is to be made 
both in agency building and production. 


Gives Added Prestige 


There is particular interest in the 
new plan in that it gives added prestige 
to the life insurance phase of this mul- 
tiple line organization and also gives 
added recognition to the inter-twining 
of all phases of insurance, fire, casualty 
and life. Agency building will be on the 
basis of multiple lines and the contin- 
gency commission plan for managers 
will be based on fire and casualty as 
well as life. The officers expressed the 
opinion that size is proportionate to 
the agency organization and _ thus 
agency buiding on a firm basis will be 
the keynote of the 1928 program. 

The efficiency program of the Trav- 
elers was stressed by all of the officers, 
from the opening remarks of President 
Louis F. Butler to the close of the ses- 
sions. It was pointed out that not only 
will there be a drive for new agents 
and thus new business, but the modern 
methods of agency building will be util- 
ized. A managers’ manual was given 
the managers by Vice-president H. H. 
Armstrong, to be used as a basis. It 
was announced that an intensive educa- 
tional program will be effected, to ap- 
ply to new and old agents alike and to 
be applied throughout the country in 
all of the branch offices. A _ definite 
training program will be instituted to 
assure the efficiency of new men and 
perfect the efficiency of old men. Con- 
servation work will be stressed and defi- 
nite, organized work will be developed 
along this line. 

Discuss Plans for Year 


This was the annual managerial con- 
ference of the Travelers at which the 
results of the past year and plans for 
the coming year were discussed by the 
manager and company officers. An- 
nouncement was made of the 12 mana- 
gerial appointments just made and of 
some slight changes in rules and policy 
features. The company will now write 
itt “A” disability clause on policies 
down to a minimum of $2,500 instead 
of $5,000. But the major portion of the 
sessions was given over to a discussion 
of these plans for agency expansion 
during the coming year and the inau- 
guration of efficient plans in the work. 

Announcement was made at the man- 
agerial conference of the annual state- 
ment of the company showing a pros- 
perous year. In elaboration of the fig- 
ures presented it was stated that the av- 
erage size policy was increased last year 
to $6,382 from the 1926 average of 
$5,532. In referring to the remarkable 
development of nonmedical business it 
Was stated that in 1927 over 44 percent 
of the total regular business was on the 
nonmedical plan, the Travelers writing 
this with a minimum of $5,000. Also 
showing the good selectivity of the 
agents, 82 percent of the nonmedical 
applications were approved during 1927. 
Disability claims increased, 1,169 being 
reported as compared with 715 in 1926. 
During the past year there were 332 re- 
coveries of previously reported disabil- 
ity cases. Many other figures of inter- 
et in the analysis of the business were 

en. 


L AFE INSUR: ANCE 


MORTALITY BY MONTHS 
SHOWN IN CLAIM SURVEY 


FIND MOST DEATHS IN MAY 





Assistant Secretary Charles Kell of the 
International Life Makes Anal- 
ysis of Death Claims 





A survey of death claims paid by the 
International Life during the past eight 
years (1920 to 1927 inclusive) made by 
Charles Kell, assistant secretary in 
charge of the indebtedness department 
of the company, developed some very 
interesting facts concerning the mortal- 
ity by months. 

The International Life operates in 38 
states, the District of Columbia and Ha- 
waii and in a measure its business re 
flects the general trend of deaths by 
months. 

July was found to be the safest month 
so far as death was concerned, as in four 
of the eight years fewer death claims 
were received in that month than in any 
other. October held second place, hav- 
ing the best record twice and three 
times ranked third. March led once and 
was in second position twice. 

In three of the years May led in num- 
ber of death claims while April and Feb- 
ruary were the leading rivals of May 
for the poorest showing. It was also 
found that February, April and Decem- 
ber never appeared in first, second or 
third place for lowest number of death 
claims. 

May Poor Month 

It is probable that May’s poor show- 
ing is due to inclement weather that 
prevails in February, March and April. 
Physicians who have made a study of 
tuberculosis have found that November 
and May are the heavy mortality months 
so far as that disease is concerned. This 
is due to the change in seasons. 

That the basic principle of life insur- 
ance that the law of averages will pre- 
vail is correct is indicated by the death 
experience of St. Louis during the past 
20 years. The lowest death rate for any 
one year was 12 per 1,000 inhabitants 
and the highest 15.9 per 1,000. The av- 
erage was 13.9 per 1,000 for the 20 years. 
This is about the average also of the 
highest and lowest years. 


State Mutual Meeting Date Set 


The annual convention of the general 
agents and the agency club of the State 


Mutual Life will be held at the Hotel 
Champlain at Bluffpoint, Lake Cham- 
plain, June 26-28. Preliminary an- 


nouncement is made of the date and 
meeting place and the officers are now 
at work on the program. The conven- 
tion will be fortunate in having the use 
oi the hotel exclusively, its entire accom- 
modations having been taken over by 
the company for the occasion. 


George Wachlin 


George Wachlin has been appointed 
general agent of the International Life 
at Freeport, Ill. Mr. Wachlin has been 
in the mercantile business in Freeport 
for more than 20 years and is prominent 
in the social activities of his city and 
is well known throughout the surround- 
ing territory. He also has created the 
nucleus of an agency staff, and will 
enlarge the staff materially within a 
few months. 


Interest in Nevada Bill 


Insurance interests are watching the 
progress of a bill now before the 
Nevada legislature which proposes to 
tax all insurance premiums in that state 
1% percent. The bill is now in com- 
mittee. The casualty and life insurance 
companies are the ones principally con- 
cerned as they do the largest business 
in that state, which has been estimated 
to be $4,000,000 annually in the aggre- 
gate, while fire insurance premiums are 
less than $1,000,000 a year. Efforts are 
now being made to prevent the passage 
of the bill. 
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| INCREASE OF 15 PERCENT 
IN PAID BUSINESS SHOWN 


U. S. LIFE MAKES BIG GAIN 


President’s Report Shows Progress 
During 1927 As Compared 
With 1926 


NEW YORK, Feb. 2.—Henry Moir, 
president of the United States Life, has 
issued the annual report of the company, 
showing an increase in new paid busi- 
ness during 1927 of over 15 percent, not 
including the addition of $1,500,000 of 
insurance added by the reinsurance of 
the legal reserve business of the Tele- 
graph and Telephone Life Insurance 
Association, In 1927, the paid business 
was $5,020,000 in addition to the $1,- 
500,000 reinsurance. This compared 
with $4,360,000 in 1926. 

Insurance in force at the end of the 
year was $32,493,000, compared with 
$29,337,000 in 1926. Renewal premiums 
last year totaled $584,000 compared with 
$574,000 in 1926, the 1927 total prem- 
ium income being $673,000. Total in- 
come in 1927 was $1,171,000. During 
the year the company paid death claims 
amounting to $469,000, endowment ma- 
turities, annuities and surrender values 
bringing total payments to policyhold- 
ers to $725,000. During the year, the 
company made another notable reduc- 
tion in home office expense, the amount 
expended for agency supervision, branch 
ofhce expenses, and rents at agencies 
being $41,000, compared with $44,000 in 
1926, and $73,000 in 1922. This reduc- 
tion of nearly 50 percent in expenses has 
been made while the company increased 
insurance in force nearly 30 percent. 
Assets now total $6,731,000. 

In his report, Mr. Moir points out 
that during the year some gratifying 
changes have been made in investments, 
some of which yielded less than 4.6 per- 
cent having been replaced by real estate 
mortgages with a guaranteed 5.5 percent. 
In reviewing the progress since the or- 
ganization of the company in 1850, Mr. 
Moir says that the prospects were never 
as bright as today. Premium rates are 
immensely lower than they were 77 
years ago. The coverage offered is far 
more liberal. Many new features have 
been instituted which make the life in- 
surance policy an important asset. One 
effect of these improvements is pop- 
ularity and a wonderful growth in the 
life insurance carried by the people of 
the United States, the best insured na- 
tion in the world. 


Duffin Off Inter- Southern Board 

James R. Duffin, former president of 
the Inter-Southern Life, who has re- 
mained on the board of directors of that 
company since the Caldwell interests of 
Nashville purchased control, has been 
succeeded by Arthur E. Mueller, Louis- 
ville real estate man, as director of the 
company. Cary G. Arnett was reelected 
president, as were all other officers. 








Missouri Heads List 


The Missouri agents of the Missouri 
State Life led all other states in new 
business for the company last year. 
They produced $44,172,739. The com- 
pany now has $164, 095, 557 in force in 
that state. Pennsylvania came next 
with $37,804,751 new business. Texas 


was third with $14,384,050 and Okla- 
homa came next with $14,175,036. IIli- 
nois was fifth with $10,030,550. 


J. M. Schenk Takes Another $1,000,000 


Since he recently bought another $1,- 
000,000 policy on his life, Joseph M. 
Schenk, president of United Artists Cor- 
portion, motion picture producing com- 
pany, is said to rank as the second 
largest carrier of personal insurance in 
the world. His total protection is $6,- 
000,000. The premiums on his insur- 
ance total approximately $175,000 an- 





nually. 





INSURANCE NOT SUBJECT 
TO ACTIONS FOR DEBT 
|GARNISHMENT WILL NOT LIE 
| Michigan Supreme Court Holds Cash 
Value Is Safe From Attempt 
of Creditor 








LANSING, MICH., Feb. 2.—A life 
insurance policy in Michigan is com- 
pletely safe from actions for debt, even 
though it be an endowment policy with 
an optional cash surrender value at any 
time and the beneficiary other than the 
assured be dead, according to a decision 
of the Michigan Supreme Court, revers- 
ing the circuit court. 

The case was that of Isaac Van Dyke 
Company vs. John P. Moll and the 
Lincoln National Life. The policy was 
a 20-payment life for $1,250, endowment 
at 85. Peter Moll, father of the policy- 
holder, had been made beneficiary but 
had died. In its decision the court said: 
“The plaintiff's counsel claims the sur- 
render value ‘belongs to the principal 
debtor’ and that garnishment proceed- 
ings should be construed as a demand 
therefor. The trial court accepted this 
view but we are unable to do so, If 
garnishment will here lie, it could be en- 
forced by a creditor were the insured at 
the time of service lying on a sick bed 
with dissolution near at hand. 

“We have not lost sight of the claimed 
injustice of permitting a debtor to use 
his earnings in payment of the premiums 
due on an insurance policy instead of 
in the satisfaction of his debts. If such: 
injustice needs correction, it must be 
had by legislation and not by the courts 
in placing strained constructions upon 
the language of the garnishment stat- 
utes.’ 


JOHN HANCOCK MUTUAL’S 
1927 MORTGAGE LOANS 


The report of the committee on 
finance for the year ending Dec. 31, 
shows $45,815,917 loans accepted on 
farm and city property in 1927 by the 
John Hancock Mutual Life. These 
loans are about evenly divided between 
farm and city properties, the amount of 
loans on farms being $21,529,257; on 
city properties, $24,286,660. 

The loans were made on 3,545 farm 
properties and 1,680 city properties, the 
latter including 1,381 dwelling houses 
and 259 apartment buildings, housing 
in all 5,235 families. 

The average rate of interest yield on 
these loans made in 1927 was 5.51 per- 
cent; the rate on farm properties being 
5.29 percent, and on city properties 5.71 
percent. 


OWEN IN GENERAL CHARGE 
OF BIG LIFE CONVENTION 





Ernest W. Owen of Detroit, manager 
of the Sun Life, the general local chair- 
man on arrangements for the conven- 
tion of the National Association of Life 
Underwriters to be held there, is making 
plans for the largest attendance on 
record in connection with a gathering 
of that kind. Mr. Owen is a live wire 
in the Detroit association. He will soon 
have his committees functioning and 
preliminary plans made. 


American Central New Director 


William G. Irwin, president of Irwins 
Bank at Columbus, Ind., has been added 
to the board of directors of the Amer- 
ican Central Life. He has long been 
a prominent figure in Indiana financial 
circles, being a director of the Union 
Trust Company, Indiana National Bank, 
and Kingan & Co.—all large Indian- 
apolis firms. His own bank at Colum- 
bus is the largest private bank in In- 
diana. Besides his many business inter- 
ests, Mr. Irwin is one of the leaders in 
the present development program of 








Butler University. 
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43rd Year— 
A Year of Progress 


New Business during the year—Paid-for basis 
50 Million Dollars 


An Increase over 1926 New Business of over 


6 Million Dollars 


Gain in Paid-for Insurance in Force 


23 Million Dollars 


Admitted Assets increased over 
41% Million Dollars 


13% 
10% 


20% 








ASSETS 
Bonds, 
Government, State, County, 
and Municipal .......... $3,869,981.22 
Railroad, Public 
RINE STEN E serge 5,775,659.69 
$9,645,640.91 
First Mtg. Loans (City and Farm)........... 9,666,451.40 
DL . ccetwebeseetde wdvatedeses 150,000.00 
ED i. casenhinaedevddsensed ee anes 4,842,112.85 
ET Sp a Ae a eT 1,663,607.74 
Premiums, Due and Deferred ............... 1,199,163.00 
ie thin ok hve ceadadedeu sees oe 1,589,193.26 
Interest Due and Accrued and Other Assets. 623,264.91 
So ok tres ei aw eee omeee $29,379,434.07 
LIABILITIES 
Manarve Om POMGIES 2. n cc ccccccccccscccesecs $23,557,146.00 
Death Claims Due and Unpaid . Sécbieananwe None 


Claims Reported but Proofs of Loss Not Re- 





EE concacecsccocscccansesttveceeces: TBR AFrae 
Present Value of Death, Disability, and other 
Claims Payable in Instalments.......... 583,061.64 
Premiums and Interest Paid in Advance..... 181,254.67 
Reserve for Taxes Payable in 1928.......... 215,000.00 
Profits for Distribution to Policyholders.... 1,190,766.91 
All other Liabilities ...............0eeeeeee 140,244.39 
Contingency Reserves ...........---++eeeees 853,913.57 
Surplus to Policyholders ................+.++. 2,510,569.53 
(Including $1,100,000.00 Paid In Capital) 
Ms 006 sheds scuncccesweveces sweet $29,379,434.07 





A Company combining with all the 
benefits of mutuality the advantages 
of a substantial capital 


PARTICIPATING—NON-PARTICIPATING 


$257,825,730.00 Insurance in Force 
































SAGE COMMENTS ON 
LOW NET COST TREND 


—_——_ 


POINTS OUT DUTY TO PUBLIC 





Union Central President Says No Com- 
pany Has Increased Dividends Due 
to Public Clamor 





John D. Sage, president of the Un- 
ion Central Life, in talking to the com- 
pany’s agency convention analyzed the 
duties of an insurance company and 
made some comment on the increasing 
dividends of recent years. In this con- 
nection he said: 

“The first and greatest duty of a life 
insurance company to the public is its 
responsibility for absolute security and 
strength and ability to pay claims when 
due. All other questions are subservi- 
ent to this. It is the recognition of this 
fact which has led the public itself 
through its legislative bodies to provide 
that life insurance companies may not 
invest in speculative securities. The 
public does not tell us, however, how 
large our surplus should be. We must 
determine for ourselves the proper iac- 
tor of safety. 

“Low cost and a fair contract comes 
next. For many years the standard life 
companies of long standing have com- 
preted honorably, some with lower cost 
to policyholders than others, but all of 
them considering safety first in choos- 
ing their investments and in determin- 
ing how large a surplus should be main- 
tained. Some of the companies which 
years ago did not make so favorable 
a showing in low cost are now in the 
front line. Whereas years ago two or 
three companies were well ahead of the 
field, now a good many are almost 
neck to neck in the race; but the lead- 
ers, in establishing lower cost to pol- 
icyholders, have not done so at the ex- 
pense of safety or with loss of surplus, 
but by improving their investment earn- 
ings and lowering their death rates. No 
company has improved its record in 
dividends because of a popular demand, 
but only when in its duty to the public 
and to its policyholders and in the judg- 
ment of its directors it has deemed it 
a part of wisdom to do so.” 


Nelson Commercial Life Director 


Frans Nelson, former Nebraska 
banker and president of the Common- 
wealth Life of Omaha, was elected to 
the board of directors of the Commer- 
cial Life of Kansas City at the annual 
meeting. F. H. Uehling was reelected 
president; J. A. Trumble, secretary- 
treasurer; Dr. C. E. Tolle, vice-presi- 


dent and medical director. The com- 
pany now has a fully ~g! uP capital 
of $100,000. It operates in Missouri 


and Arkansas. 


Makes Big Loan in Chicago 


The Metropolitan Life has made a 
first mortgage loan of $10,000,000 on 
the new Civic Opera building in Chi- 
cago. The loan was negotiated by Sam- 
uel Insull, well known public utilities 
magnate of Chicago, who is president 
of the Chicago Opera Company. Plans 
have been perfected for the erection of 
a $22,500,000 building to take care of 
the opera and also to contain a number 
of offices. The building will occupy the 
square bounded by the Chicago river, 
Madison, Market and Washington 
streets. 


Ohio State Life Booklet 


The Ohio State Life has just issued 
a 7%5-page book, delightfully illustrated, 
entitled “A Sunny Day,” filled with 
poetry, prose and pictures pointing out 
the advantages of life insurance. The 
book is the handiwork of Charles W. 
Halfhill of Mercer, O., a district man- 
ager and director of the Ohio State 
Life, and contains many pictures of 
family groups all of whose members 


are insured in the Ohio State Life. 





SLANT GIVEN ON THE 
INVESTMENTS LAST YEAR 


REALTY MORTGAGES INCREASE 





Report for 1927 Shows Further Gains in 
Issues—Life Companies Add 





to Holdings 
Preliminary reports on 1927 invest- 
ments indicate that realty mortgages 


continued their noteworthy growth dur- 
ing 1927, and, although they did not in- 
crease during the year as greatly as they 
did during the two previous years, they 
showed a notable addition and passed 
the $1,000,000,000 mark for the year. 
The annual realty security offerings for 
1927 as estimated by the American Bond 
& Mortgage Company, through its re- 
search bureau, totaled $1,016,289,600 
compared with $906,098,350 in 1926, and 
$695,556,000 in 1925. The 1925 total 
more than doubled the 1924 total, which 
was $322,473,000, and that compared 
with a 1923 total of $239,363,000, a 1922 
total of $60,056,000 and a 1921 total of 
$49,786,500. These figures show the per- 
sistent rise in popularity of realty mort- 
gages. 

This growth in city mortgages has 
been somewhat paralleled by the growth 
in holdings of such investments by life 
insurance companies, the increase in 
mortgage holdings at the end of 1927 
over the total held at the end of 1926 
being over one-half of the total offerings 
of the year. As some of the mortgage 
holdings were retired during the year, 
this means that the life companies took 
considerably more than one-half of the 
city mortgage offerings put on the mar- 
ket during 1927. As for 1928 prospects, 
there is a feeling that there is still much 
building to be done to “catch up” on the 
building slack of a few years back. In 
addition there is the usual round of re- 
placement building, which will represent 
a large yolume. Life companies have 
generally increased their allotments of 
funds tor the purchase of such mort- 
gages. 


INVESTMENT MEETING PLAN 





Financiers and Home Office Represen- 
tatives of Penn Mutual Life to Con- 
vene at Little Rock, Ark. 





Through the efforts of Hugh D, Hart, 
former Arkansan, now vice-president of 
the Penn Mutual Life, a convention 
which will bring together about 500 rep- 
resentatives, including financiers and 
home office officials and general agents 
of the company, will be held in Hot 
Springs in late April or early May, 
Whitney Harb, general agent for Arkan- 
sas, has been advised. As a compliment 
to Mr. Hart and the new Arkansas 
agency of the company and to better 
acquaint themselves with the investment 
possibilities of this region, the officials 
decided to hold the convention in that 
state. 

The company, which represents one- 
tenth of 1 percent of the nation’s wealth, 
has $1,500,000 invested in Arkansas and 
is seeking new channels for investment 
here, Mr. Hart said in a telegram re- 
ceived by Mr. Harb. The party of 
financiers and officials will be headed by 
W. A. Law, president of the Penn 
Mutual. 

Arrangements for a stopover of the 
party in Little Rock before going to 
Hot Springs are being made and plans 
for tendering the convention group 4 
dinner reception there have been as- 
sured. 


Examining Prairie Life 

A convention examination of the 
Prairie Life of Omaha is being con- 
ducted by the Nebraska, Iowa and 
Oklahoma ,departments. This is the 
first convention examination this com- 
pany has undergone since its organiza- 
tion in 1913. 
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Insurance Stock 
Quotations 











OWARD W. CORNELIUS, man- 

ager of the insurance stock depart- 

ment of Lewis-Dewes & Co. of Chi- 

cago, gives the following insurance 
stock quotations: 
Div. 

Stock Par Bid Asked Per Sh. 
A. Lincoln Life 20 30 35 5 


Agricult. Life. 50 53 
Am, Cent. Life 100 190 


8 
Am. Drug. Fire 25 75 80 12% 
Central, Ill... 20 43 47 8% 
Cent. State Life 5 28 30 17% 
Cent. West Cas. 50 75 82 ae 
Chgo. F. M. 10 14 16 e* 
Chgo. puns, Life 10 20 san a 
Columb. N. Fire 25 15 17 ee 
Conserv. ra Ind. 10 5 eee sie 
Cont. Life, Mo. 10 30 34 10% 


Detroit Life.... 50 ° ° 8% 


Det. Nat. Fire.. 25 22 26 4% 
D. Moines L.&A. 10 7 8% .. 
Farm. Nat. Life 5 16 18 20 
Fed. Sur. (new) 100 125 135 — 
Grange Life... 650 046s can 12% 
Gt. Am, Boos 25 10 18 ° 
Great Lakes.. 10 10 13 10% 
Interntl. Life. 25 70 75 12% 
Int.-South. Life 1 2% 34% 6% 
lowa Nat. Fire 100 130 aos 8% 
Lincoln N. Life 10 105 110 20% 
Metropol. Fire. 10 9 11 10% 
Mo. State pee 10 84 88 12% 
Montana Life. 10 11 13 8% 
MRSS. GRBs ccacee 10 54 58 16% 
New Cent. Cas. 50 85 95 8% 
North Am. Life 50 176 185 20% 
North, State L. 10 2 oes 8% 
New World Life 10 13 15 8% 
Ohio Natl. Life 10 38 éex 8% 
Old Colony Life 10 “es ne 6% 
Old Line Life.. 10 36 eee 15% 
Peoria Life.... 10 45 éus 15% 
Postal Life.... 10 10 18 5% 
Presid. F. & M. 25 ose aes me 
So. Sur. (mew) 10 26 28 16% 
Un. Cent. Life. 20 _—— soe 6% 
Wis. Nat. Life. 10 16% 17% 8% 
Columb. N. ~o9e 100 300 325 7% 
Cont. Assur.. 10 105 oe 
‘a 


1 
Cont. Cas. e 10 74 1 
Conn, Gen. “Life 100 1820 1850 1 
Kan. City Life. 100 1200 aie 1 
Pacific Indem.. 50 147 153 ‘ 
Pacific M. Life. 100 850 860 20% 


Preferred Acci. 100 540 eae 23 
Rel. Cas. N. J. 100 “os ees - 
Sun Life....... 100 1760 1800 25% 
Travelers ..... 100 1690 1710 16&Ex. 


FINANCE COMPANY FORMED 





New Nashville Corporation Launched 
To Promote Insurance Company 
Operations and Deal in Stocks 





NASHVILLE, TENN., Feb. 2.—The 
Union Guaranty Trust Company, a 
$500,000 organization that will finance 
insurance companies and promote their 
major operations, in purchase and sale 
of insurance stocks and real estate hold- 
ings, has been granted a charter by the 
secretary of state. 

Joe F. Little, a prominent capitalist 
of Nashville, has been elected president. 
Will L. Harris, secretary-treasurer of 
the Southern of Nashville, will become 
first vice-president and E. E. Randel, 
president of the Citizens Life of Moun- 
tain Grove, Mo., second vice-president. 

P. Grant Davis, secretary-treasurer of 
the Union Guaranty Trust Company, is 
a leading capitalist of Missouri and is 
president of the Davis Lumber Com- 
pany of Springfield. Tom Herrington 
of Denver, Colo,, a corporation lawyer 
of that state, will be attorney for the 
new company, in which he is a heavy 
stockholder. The trust company’s of- 
fices will be in the Southern Insurance 
Company building. It will be open for 
)usiness immediately. 


Lincoln National Election 


Six new members were chosen to the 
board of directors at the annual meeting 
. = Lincoln —— Life. They are: 

Hutzell, C. Kattell, F. L. Row- 
* R. A. Thecus W. E. Thornton 
and Samuel Wolf. Officers and execu- 
ttve committee members were relected. 

President Hall announced in regard 
to a rumor that the capital is to be 
increased during the current year, that 
the officers of the company had not dis- 
cussed such a proposition. 


The law gives a widow one-third. Life 





I-notis sum Companys that hav the mostest lapses ar a talkin 
the lowdest about there wunderful agency leeds. 
—Elizur Roug. 


These be changing times. 


The oil burner 


is chasing the coal hod, the hired girl wears 
silk stockings, the washwoman goes to work 
in her car—1900 looks like ancient history and 
the Spanish-American war’s as far back as the 


siege of Troy. 


But in the field of life insurance there’s no 


nickle-in-the-slot influence. 


The prospect 


must be sought out, labored with and finally 


convinced. 


And he must then be treated right, or he 


quits. 


Check up the 30 to 40 millions group of 
Companies. 


This last paragraph is the chart we sail by. If 
you're on the same route, and the Northwest 
looks good to you—write. 





Insurance Company 
MADISON, WISCONSIN 











Doyoucare forQUALITY? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 67 years? 


THE ST. LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 





insurance gives her all. 





MR. AGENT 


Then why not take 
a General Agency for 


D. E. MacMILLAN 
Supervisor of Agents 
3640 Washington Ave. 
ST. LOUIS, MO. 








GENERAL AGENTS WANTED 


We are operating in 36 states, and have 
some very attractive territory open. 


We have a few particularly 
choice fields left in 
Missouri Illinois Indiana 
Selling is a pleasure 
when you have Continental 
tools in your kit. 


Write our 
Agency Department 


CONTINENTAL LIFE INSURANCE COMPANY 


Continental Life Building 
St. Louis, Missouri 
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| 1928 


General business conditions point to a very 
prosperous year and in line with this bright 
outlook Pan-American plans for 1928 are 
even more extensive than they have been in 


the past. 


They embrace new policy contracts, inten- 
sive development of presently occupied terri- 
tory, the opening up of new general agencies 
in territory now unoccupied and up-to-the- 
minute ideas for assisting agents in securing 
prospects and preparing interviews. 


Pan-American Service includes— 


Educational Course 

Sales Planning Department 

Unexcelled Life Policies 

Substandard Policies for Under-average 
Lives 

Child’s Educational Endowment 

Group Insurance 

Combination Life, 
Policy 

All forms of Accident and Health Policies 


Accident and Health 


We have several attractive openings for men 
who are not at present attached and who 
measure up to Pan-American ideals. 


Address 


: E. G. Simmons 
Vice-President and General Manager 


PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 


Crawford H. Ellis 
President 






































MANY APPLICANTS FAIL 
IN AGENTS’ LICENSE TEST 





DUNHAM SAYS TEST NOT HARD 





Connecticut Department Failed 301 Out 
of 1,818 Agents Examined 
During 1927 





One-sixth of the applicants for agent’s 
license failed to pass the test given by 
the Connecticut department during the 
past year. A total of 1,818 examinations 
were taken in 1927, averaging more than 
150 a month, with 301 failing to pass. 

Commissioner Dunham says the ex- 
amination given during the past year 
was not more difficult than that given 
in other years, the questions being con- 
cerned with the simple fundamentals of 
the business. An applicant for a license 
to sell insurance who is not able to 
answer the questions is hardly the type 
of person to be entrusted with the re- 
sponsibility of dealing with an unin- 
formed public, he points out. 

Business Complicated 


“The business of insurance is a com- 
plicated one, and ordinary people are 
very easily misled with regard to it,” he 
says. “Our purpose in conducting these 
examinations is to see that the candi- 
date for a license as agent possesses a 
necessary minimum knowledge about 
forms and conditions of the kind of in- 
surance business he intends to engage 
in, in order thus to provide against ig- 
norant misrepresentations by him to 
members of the insuring public. 


Should Be Competent 


“After all, the agent should not be 
regarded as merely a commercial drum- 
mer. He takes his part in performing a 
great social service, and he ought to 
have some competence to advise people 
as to the sort of insurance they need. 

“The examination, which can be taken 
at the office of the insurance commis- 
sioner in Hartford at any time during 
the year is not severe, but is severe 
enough to indicate whether or not a 
man or woman is prepared to assume 
the responsibility of selling insurance.’ 

Many of the 301 who failed to pass 
the test succeeded in subsequent exam- 
inations after studying harder. A total 
of 16,954 licenses were renewed during 
the past year. Agents of other states 
numbering 482 were granted licenses as 
of Sept. 15. The number of agents in 
Connecticut as of that date was 5,291, 
while the number of brokers was 370. 


Merchants Life Sets Record 


The Merchants Life of Iowa experi- 
enced the greatest month in its history 
in December, in both written-and paid- 
for business. The occasion for this un- 
usual production was President Watts’ 
birthday. The written business for the 
month was $5,123,600, and the paid busi- 
ness $5,361,780. 

Since May i, more than 350 new 
agents have produced a total of over 
$5,000,000 of new written business for 
their first six months under contract. 


Management Association Record 


The Life Office Management Asso- 
ciation has gotten out the printed 
proceedings of its fourth annual confer- 
ence. This organization takes up sub- 
jects having to do with office manage- 
ment as its name implies. Non-mem- 
bers can secure a copy by sending $5 to 
F. L. Rowland, Lincoln National Life 
Insurance Company, Fort Wayne, Ind. 


Metropolitan Life in Big Group Deal 


Continental Motors of Detroit and 
Muskegon, Mich., has made available to 
its employes $4,000,000 of group insur- 
ance. Each employe will obtain a policy 
for $1,000, with $26.25 monthly indem- 
nity for total and permanent disability 
for a period of 40 months. The Metro- 
politan Life wrote the issue. 





PRUDENTIAL SPENDS HUGE 
SUM ON POSTAGE IN 1927 


REPORT MADE TO EXECUTIVES 





Manager I. H. Ogden of the Mail De- 
partment Anticipates Increase on 
Mail Expenditures 





-_ 

NEWARK, Feb. 2.—Some concep- 
tion of the volume of business trans- 
acted by the Prudential may be had from 
a report made to the executives of that 
organization by I. Harry Ogden, the 
manager of its mail department. 

The Prudential in 1927 paid out $294,- 
600 in postage for outgoing mail. This 
was an increase of several thousands 
over the expenditure for the same pur- 
pose in 1926, and upon this basis, Man- 


ager Ogden anticipates further increase 


during 1928. 

“It is not unreasonable to assume,” 
he said, “that this year will see the Pru- 
dential spending more than $300,000 for 
postage, or an average of more than 
$1,000 for each working day.” 

When consideration is given to the 
fact that the Prudential is operating 
throughout the United States and Can- 
ada and that it has 21,000,000 policyhold- 
ers it is not difficult to understand the 
reason for this expenditure. 


Repayment Plan 
For Policy Loans 


The Indianapolis Life is endeavoring 
to make it as easy as possible for poli- 
cyholders to repay loans on _ policies. 
It has gotten out a special card to en- 
courage the practice. On one side is the 
following blank: 


POLICY LOAN REPAYMENT PLAN 


ee eee Se See 
“I desire to repay the above policy 
loan as follows: 
$......Monthly Sr Semi-annually 
Rewéean Quarterly De cnnad Annually 

I am enclosing my first remittance. 
Satisfactory date for payments will 


PD Sec eteneccesbieseeanne adores 
Street and Ne. or BR. F. D....ccccvces 
ee ere 


On the other is the statement from 
the company as to the policy loan re- 
payment plan as follows: 


The company is willing to accept re- 
payments of loans in installments of $5 
and upwards, which may be paid at any 
time while the policy is in force or dur- 
ing the continuance of the loan. Re- 
payment of your loan, will in case of 
your death, mean just so much more 
protection for your family when they 
may need it most. The acceptance of 
this plan and completion of this card 
does not obligate you in any way, but 
offers a convenient method of clearing 
the indebtedness on your policy. This 
repayment plan shall in no way amend, 
change, or waive any of the terms or 
conditions of the policy or of the loan 
agreement. 


Forms Canadian Organization 


Martin P. Flemming, president of the 
Estate Planning Service, Buffalo, N. Y., 
announces formation of the Estate Plan- 
ning Service, Ltd., a Canadian company 
which will enable Mr. Flemming and 
associates to do business in Ontario to 
better advantage. A branch office prob- 
ably will be established at Niagara 
Falls, Ont. 


County Board Is Formed 


Fire, casualty and life insurance men 
have organized the Dickinson County 
(Mich.) Board of Fire, Casualty & Life 
Underwriters. A charter was adopted 
and the following were elected officers: 
Paul G. Miller, president; George Mc- 
Gowan, vice-president; M. L. Utley, 
secretary-treasurer. The headquarters 


of the organization are at Iron Moun- 
tain. 
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REPORT ON OLD AGE 
DEPENDENCY IS GIVEN 


(CONTINUED FROM PAGE 13) 


and, it is believed, can be taken as a 
general reflection of old age depend- 
ency in this country. Not only were 
the figures on property owned given as 
an indication of conditions differing 
from those previously reported, but a 
careful analysis was made of in- 
comes. Incomes from work or busi- 
ness were found to decrease on the av- 
erage as old age advanced. Of the men 
now between 65 and 69, 18 percent re- 
ported annual incomes of over $2,000, 
hut only 3 percent of the men 90 years 
or over reported this income. While 
only 24 percent of the men between 65 
and 69 said they had no income from 
work or business, the percentages of 
those without incomes from these 
sources increased to 45 percent for those 
between 70 and 74, to 62 percent for 
those between 75 and 79, to 77 percent 
for those between 80 and 84 and to 
85 percent for those 85 and over. 





Little Life Insurance 


The report included some interesting 
figures regarding life insurance. Only 
one percent of the men 65 and over 
and only .1 percent of the women owned 
$10,000 or more life insurance. Fiity- 
five percent of the men had some life 
insurance in force, but only 21 percent 
had $1,000 or more and 44.7 percent 
had none. Of the women, 47 percent 
had life insurance, but only 6 percent 
had $1,000 or more, and 52.9 had none. 
The survey found that the residents of 
cities carried more life insurance than 
the residents of towns. It was also 
pointed out that the cross section of 
the old age» group of today will be 
greatly changed during the next decade 
and increasingly so during following 
decades when the effect of the recent 
phenomenal growth of life insurance is 
fully felt. The rapid expansion of 
group insurance and the continued 
growth of industrial and ordinary life 
will be a factor in decreasing the de- 
pendency of the present generation. 


Conditions Are Improved 


It is pointed out in the report that 
these new findings are undoubtedly an 
improvement over past conditions and 
not entirely a replacement of guess 
work of the past. During the past 
quarter of a century there has been a 
very notable development in the reduc- 
tion .of dependency through many fac- 
tors. Pension funds have increased 
notably and are still growing. Insur- 
ance is one of the most important fac- 
tors in eliminating dependency. 


Shows Need for Annuities 


The report is of interest to life un- 
derwriters not only because it gives a 
correct picture of old age dependency 
to replace the incorrect one formerly 
quoted, but as a basis for annuity sales. 
The picture shows about 30 percent of 
those 65 and over without property, in- 
dicating a very great potential hazard 
for which life insurance of the income 
plan should be purchased. It also 
shows, however, that very nearly the 
same percentage possess _ property 
which, if converted into an annuity, 
would guarantee a life income which 
would enable the individual to live in 
comfort the rest of his or her days. 
hus, the figures remain as a picture to 
be used in the sale of life insurance at 
younger ages and also stand as evidence 
of the possibility of sales at the older 
ages. 


COMMITTEE ATTENDED 
BLACKBURN’S FUNERAL 
(CONTINUED FROM PAGE 13) 


Court; J. B. Adams, grain dealer; George 
H. Payne, president Payne Investment 
company; Dr. J. P. Lord; O. T. East- 
man, business manager, Omaha school 
board; Fred B. Dale, attorney; Samuel 
Finlayson, vice-president McCoy & Fin- 
layson Company, printing house; Robert 
Smith, clerk district court; Edward M. 


of Omaha attending the funeral were: 


Maher, president Old Line Life, Lincoln; 
president Franklin Life, Springfield, II1.; 
York; Leigh N. Parker, vice-president 
American 


Life of Lincoln. 
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Martin, vice-president Guarantee Fund 
Life, all of Omaha. 

Honorary pallbearers from out of the 
city were: Daniel Boone, president Mid- 
land Life, Kansas City; G. S. Nollen, 
president Bankers Life of Des Moines; 
Clarence L. Ayres, president American 
Life, Detroit; F. M. Hall, attorney, Lin- 
coln; George Graham, vice-president 
Central States Life, St. Louis; Lee 
Daugherty, vice-president Guaranty Life, 
Davenport; Charles G. Taylor, assistant 
manager Association of Life Insurance 





Presidents, New York, and _ Claris | 
Adams secretary American Life Con- 
vention, St. Louis. Interment was at | 


Prospect Hill Cemetery, Omaha. | 
Other Officials Present | 


Other insurance officials from outside 


Mrs. L. F. Beymer, assistant secretary 
American Life Convention, St. Louis; 
Ralph H. Kastner, attorney American 
Life Convention, St. Louis; John G. 


Frank W. McAllister, general counsel 
Kansas City Life; Henry Abels, vice- 


Howard Oden, 
New 


Arthur Coburn 
North 


and J. 
American Reassurance, 


Service Bureau, St. Louis; 
Howard S. Wilson, president Bankers 











soon be put into operation. 
panded numerically. 





industrious men and women. 
Agent. 





Penn Mutual Expansion 


Practical plans for increasing the membership of our 
General Agencies in every part of our national territory will 
Our man-power is to be ex- 


Vincent B. Coffin, Director of the Life Insurance 
School of New York University, has been appointed 
Director of Education. This assures to PENN MUTUAL 
Agents an educational system of unexcelled profitableness 
to them. Our man-power is to be expanded educationally. 


| In our well-equipped ranks are places for capable and 
Consult our nearest General 
Come with us and prosper! 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 
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| National Underwriter, 1862 Insurance Exchange, Chicago. 
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Non-Medical Age 


Medical. 





Our Agents Have 


Wider Field— 


General Age Limits 0 to 60. 


Limits 0 to 45. 


S. D., W. Va. 


of CHICAGO, ILL. 


B. R. NUESKE, President 


An Increased Opportunity 
Because We Have 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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to a Pertinent 
Question 
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A.B. OLSON, 
Gen, Agent of . 
Central Life © soe te cs : 
Assurance le ™Soej. 
Society 
(Mutual) 
Les Anaeles 







































N° MATTER what a man’s position 
may be, it is well for him occasionally 
to take inventory. The life insurance sales- 
man should take inventory of his opportuni- 
ties for growth. 

The letter from Mr. A. B. Olson sums 
up in terse statements his experience with 
the Central Life Assurance Society (Mu- 
tual). It not only is an explanation of his 
outstanding success, which is a matter of 
record, but points the way to still greater ac- 
complishments. 


Old Enough 
to be thoroughly established 


Young Enough 


to offer exceptional opportunities 


In these few words the present position 
of Central Life Assurance Society (Mutual) 
is effectively stated. We favor younger men 
of character and initiative who are willing to 
pay the price of success in hard work. For 
to such men, we can give our fullest measure 
of cooperation, 


T. C. DENNY 
President 


Centrat Lire Assurance Society 
(MUTUAL) 


Des Moines, Iowa 
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A Threefold Answer 














NEW NOTE SOUNDED IN 
PROSPECTING METHODS 


(CONTINUED FROM PAGE 11) 
indirect approach. With business insur- 
ance as an entree, the agent can secure 
the other. 

In using the credit factor as the vital 
approach, Mr. Eubank said that it is well 
to remember that in probably 99 percent 
of the incorporated businesses in the 
United States the ownership for all im- 
portant purposes is in the hands of from 
two to five people. Wide spread owner- 
ship of corporation stock is represented 
in less than one percent of the organiza- 
tions. This has an important bearing 
on the situation. It would mean little 
or nothing to the progress of a large 
corporation to announce the death of 
even the largest stockholder, in cases 
where a hundred or more people repre- 
sent the owners. But, the death of one 
of the practical owners of a closely held 
business organization is an important 
factor in the credit rating of that con- 
cern and thus in the business itself. 
Business insurance is of greatest value 
to the closely owned business and it 
is there that the agent has a fertile field 
for cultivation. As, however, such or- 
ganizations constitute 99 percent of the 
total, it means that practically every 
business contact which the agent has is 
an available prospect. Also, this holds 
true throughout the range of business or 
professional contacts. Mr. Eubank said 
that even the’ hod-carrier could be 
classed as a business insurance pros- 
pect, as he is a business man in his 
Way. 

Is “Shock Absorber” 





Thus business insurance becomes a 
“shock absorber” for business. Mr. 
Eubank illustrated this with the case 
of the death of the president of a large 
corporation which was closely held. One 
day after his death, a credit reporting 
agency sent out a report to a large num- 
ber of subscribers who,. through pre- 
vious inquiry had shown interest in the 
credit standing of the company. The 
report merely stated that the president 
of the company had died. On the face 
of it, this would have little significance. 
Closer analysis would indicate, however, 
that there was a reason for such a re- 
port. Apparently the death of an im- 
portant member of the corporation was 
a credit factor. Mr. Eubank said that 
naturally the credit manager of another 
company receiving the report would im- 
mediately set in motion the machinery 
of investigation. Possibly shipments to 
the concern would be stopped until this 
investigation could be completed. At 
least the credit standing would be ques- 
tioned. Regardless of personal opinion, 
this is the routine of a credit department 
which must be carried out and which is 
often justified. 

Mr. Eubank said that an entirely dif- 
ferent story would have been told, had 
the credit reporting agency been able to 
add the significant, shock absorbing 
words “Mr. Jones’ life was insured for 
$50,000, payable to the corporation.” 
The existence of a business insurance 
policy has a very striking effect on credit 
and Mr. Eubank said that the agent who 
does not utilize this in his approach is 
not making the best of his opportunities. 
The business men can be persuaded of 
the value and necessity of such cover- 
age, immediately upon demonstration of 
its credit value. Every business man 
is careful of his credit and uses every 
opportunity of strengthening and stabil- 
izing it. 

It was shown by Mr. Eubank that 
this credit report can be made a very 
important part of the agent’s working 
kit. He suggested that every agent 
determine to reinvest a definite portion 
of his income in his own business— 
showing himself to be as efficient a busi- 
ness man as he is endeavoring to make 
of his prospect—and particularly to do 
so in this connection. The agent would 
profit by spending money liberally in 
securing credit reports. It would enable 
him to carefully analyze and abstract a 





case before making an approach. The 





OFFICIALS ADDRESS 
METROPOLITAN AGENTS 


(CONTINUED FROM PAGE 12) 
Pershing, John D. Rockefeller, Ezra 
Meeker and William Howard Taft. The 
important theme of the film was that 85 
percent of overweight is preventable. 

E. Kavanagh, vice-president in 
charge of the group department, ana- 
lyzed the development of that depart- 
ment and cited it as one of the great 
branches of political economy today. 


Cites Economic Research 


James L. Madden, vice-president in 
charge of the policyholder service bu- 
reau, told of the great work being done 
in this department. He said that the 
Metropolitan Life through its policy- 
holders service bureau was measuring 
and developing the economic health of 
this country. In fact, it is not only a 
national but an international factor, as 
indicated by the requests for informa- 
tion from 20 foreign countries. Mr. 
Madden showed how the bureau can aid 
in promoting scientific management and 
production and in improving industrial 
relation. He said that the local man- 
agers can work with local manufactur- 
ers to give a picture of new methods and 
still further develop modern business 
methods throughout the country. 

The convention was brought to a 
close Saturday night with the annual 
banquet at which David F. Houston, 
president of the Mutual Life of New 
York, and Superintendent James A. 
Beha of the insurance department were 
the speakers in addition to the officers 
of the company. 









successful business man does not care 
to be interrupted merely t@ answer the 
questions of an agent who is preparing 
a case. This information can all be se- 
cured and probably more completely 
through the credit report. The exact 
needs of a corporation can be discovered 
and a brief and simple approach can be 
made in this way. Mr. Eubank said that 
only thus can the approach be intelli- 
gently made. Also, once the approach 
for business insurance is thus efficiently 
and intelligently made, the agent can 
proceed with an analysis of the personal 
insurance needs of the prospect. 


Banker of Importance 


Careful use of banking connections 
was also emphasized by Mr. Eubank. 
He said that this can be effectively 
worked into the approach. This is an 
art and is not an easy one to cultivate. 
The agent must not expect to so sell 
himself to the banker that he will go 
out of his way to sell business for the 
agent. The desired cooperation cannot 
be secured by asking the banker to 
render aid on the basis of appreciation. 
That merely magnifies the banker’s own 
importance. The agent cannot expect 
the banker to cooperate if he is to do all 
the “operating” and the agent only a 
little “cooing.” Mr. Eubank said that the 
agent must show the banker that there 
will be mutual benefit and satisfaction 
in the work. The agent can increase 
the prestige of the banker, and this must 
be shown. Thus cooperating, the banker 
can be of assistance in securing an 
entree into the office of the prominent 
business men. And Mr. Eubank said 
that merely a letter of introduction, 
without recommendation or endorse- 
ment of life insurance or any particular 
life insurance scheme, is sufficient, for 
the business man respects the contacts 
made by and through his banker. 

It was also suggested that the agent 
might profitably use the credit report- 
ing agency in arousing the interest 0! 
the prospect. Not only can the case 
be prepared on the basis of a report, 
but the agent can have the credit com- 
pany send a query to the prospect a day 
or two prior to the interview, referring 
to the life insurance held by the business 
and thus creating an interest in this 
“commercial life insurance” aroused by 
that all important factor, the mercantile 
credit reporting agency. 
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ANNUAL FIGURES OF 
THE LIFE COMPANIES 


(CONTINUED FROM PAGE 10) 
the year. The report shows total assets 
of $861,924,534, a gain of $63,772,400. 
The gain in net surplus was $53.075,573, 
this contingency reserve now being $59,- 
$43,166. 
Bankers Reserve Life 


The Bankers Reserve Life of Iowa 
in its new financial statement shows as- 
sets $18,917,370, increase $1,078,584; 
capital $100,000, net surplus $1,287,903, 
insurance in force $118,000,000, new busi- 
ness $28,250,000. It paid policyholders 
and beneficiaries last year $2,104,480. 
The company is making splendid prog- 
ress. 

Guardian Life 


The new business of the Guardian 
Life last year was $72,159,246 and it 
has now insurance in force $373,900,044. 
The assets are $62,498,431 and the sur- 
plus and dividend funds $6,241,745. 


Home Life of New York 

The Home Life of New York an- 
nounces that it will continue during 1928 
the extra dividends paid in 1926 and 1927. 
The annual statement of the company 
shows assets of $62,384,219, an increase 
of $5,000,000. The surplus has been in- 
creased to $3,132,507 and over $2,000,000 
is set aside for dividends to policyhold- 
ers in 1928. The insurance in force is 
now $323,136,605. 


Central Life of Chicage 


The annual statement of the Central 
Life of Chicago shows asets, $8,213,009; 
contingency reserve, $200,000; policy- 
holders’ surplus, $703,326; insurance in 
force, $58,269,539. 


STUPENDOUS FIGURES 
GIVEN BY HALEY FISKE 


(CONTINUED FROM PAGE 9) 


tions of the financial department, Vice- 
President F. H. Ecker said that John 
W. Davis recently stated that the Met- 
ropolitan Life did not talk arithmetic, 
but astronomy. In the figures that he 
gave this seemed to be carried out. Vice- 
President Ecker invests the company’s 
income of approximately $12,500,000 a 
week. The company has over $2,000,- 
000,000 in invested assets. Over one- 
half of this or $1,107,622,502 is in bonds 
and mortgages, this being over one- 
fourth of all such life company holdings. 
The holdings of bonds and stocks of 
nearly a billion are one-fifth of all such 
life company investments. In the hous- 
ing field alone the company has invested 
over $590,000,000 since 1920, these loans 
providing for 154,000 families. The 
mortgages on city properties total over 
$910,000,000. Farm mortgages totaled 
over $196,000,000. The growth of in- 
vestments in Canada has been notable, 
the company now having $141,123,314 
invested in Canada. Another item 
which further indicates the enormous 
proportions of the banking department 
and policy department jointly is that 
of policy loans. During 1927 the com- 
pany made $26,000,000 of new loans on 
Policies, bringing the total outstanding 
to $181,193,000. 


Ten-Year Growth Shown 


_ In a comparison made of the growth 
in the past ten years it was pointed out 
that the company has more than tripled 
itself in that period. Still more striking 
is the comparison with previous ten- 
year periods. In 1887 the assets were 
under $5,000,000. In 1897 they had 
Passed the $36,000,000 mark. In 1907 
they were nearly $200,000,000, in 1917 
they were over $700,000,000 and at the 
end of 1927 they were $2,388,647,636. 
Insurance in force increased from $150,- 
000,000 in 1887 to $5580,000,000 in 1897, 
$1,800,000,000 in 1907, $3,900,000,000 in 
1917 and $14,803,785,790 at the end of 
1927. Income increased from under $6,- 


000,000 in 1887 to $651,000,000 in 1927. 





Surplus increased from under $1,000,000 
in 1887 to $141,366,567 at the end of 
1927. 

All Representatives Active 


Throughout the convention the vari- 
ous speakers cited statistics as to their 
own individual activities which carried 
out this same stupendous picture of the 
Metropolitan Life. In the matter of 
health examinations through the Health 
Extension Institute it was shown that 
during 1927 an average of 9,400 was re- 
ported each month, as many as 14,000 
being reported in one month. In con- 
nection with the advertising of the com- 
pany it was stated that the February 
magazine advertising alone brought in 
1,050 inquiries on just two days pre- 
ceding the convention. These were just 
further examples of the statistics which 
would indicate that the Metropolitan 
Life is not only the greatest life insur- 
ance company in the world, but the 
greatest banking institution, the greatest 
advertising office, the greatest welfare 
organization, the greatest economic re- 
search unit, and the chief factor in many 
lines of business. 


The Harvester Life and the 
of Dallas, companion concerns, are now 
in new quarters. The companies are 
occupying the entire 
Insurance building. George W 
Jr., is president of both companies. 
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service you have to offer. 
Ohio National salesman contains: 


3—Unusual facilities for accepting 
risks from the Company’s own age 

4—Juvenile Policies issued at ages 1 
waiver of premium on the father. 

5—Budget premium payment plan. 
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Kit 


OUR success in 1928 will be measured by the 
The tool kit of the 


1—Monthly income policy issued to rejected risks. 
2—Non-Medical or selective risk applications. 
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The foregoing and all the standard tools furnished by progressive com- 
why “It Pays to Tie Up with the Ohio National.” 


For information in regard to an agency contract address: 


The Ohio National Life 
Insurance Company 


E. E. Kirkpatrick 
Sup’t of Agents 
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Insurance in Force................... $201,354,817.00 














| Admitted Assets .................... 24,027 ,509.84 
Total Liabilities to Policyholders and 
| Ee sme Fadieds 22,820,135.46 
| Capital and Surplus.................. 1,207,374.38 
| Comparative Table 
Insurance Jan. 1 Admitted 
in force Assets 
$ 36,853,610.00........... reer $ 5,064,430.36 
42,410,962.00........... ae 5,732,085.84 
46,442,058.00........... 6 eee 6,126,666.23 
50,281,615.00........... =e 7,229,108.07 
62,336,698.00........... ne 8,671,320.91 
92,109,284.00........... _ er ere 10,688,859.82 
130,004,110.00........... ee 13,263,529.36 
150,137,940.00... 2... ccc ee 16,198,597.91 
ype US ee ee 19,541,951.43 
201,384,517.00.. 2.06000. ee 24,027,509.84 














What makes a Good Company Good? Good Policies, 
Good Fieldmen in Good Territories, a Good Manage- 
ment, and Good Agency Openings for good Men. That’s 
what makes a Good Company. Do the figures above 
look good to you? 


The Franklin Life Insurance Company 


Springfield, Illinois 
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Blackburn Was Constructive Force 


Tne death of THomas W. BLACKBURN 
of Omaha removes from the activities 
of life a remarkable man who had the 
real vision of life insurance and its serv- 
ice, who was indefatigable in advancing 
its cause, who labored faithfully in the 
vineyard for many years and who was 
the life and inspiration of the AMERICAN 
Lire CoNvENTION until he retired from 
its active service in the fall of 1926. Mr. 
3LACKBURN was one of the best known 
figures in the life insurance work of the 
He was present at all the life 
note, was a 


country. 
insurance conventions of 
prominent figure during the legislative 
sessions in many state capitals, he had 
appeared before congressional commit- 
tees and federal bureaus in Washington, 
he had been in conference on life insur- 
ance issues here and there, he had par- 
ticipated in litigation involving life in- 
surance. 

One of Mr. BLacxsurn’s strong holds 
on the affections of members of the 
AMERICAN Lire CONVENTION was his in- 
timate acquaintance with the officials at 
home offices, both senior and junior. He 
was their guide, philosopher and friend. 

Mr. Bracksurn knew his subject. 
When he attempted to represent insur- 
capacity he had his text 
He stood for years as the 
of preliminary term 
valuation. He lined up with him the 
newer western companies. Whenever 
there was an attempt to penetrate the 
armor of preliminary term valuation Mr. 
BrAckBuRN called out the troops and 
won the cause. After a while there was 
no effort to attack preliminary term val- 
uation. Then the AMERICAN Lire Con- 
VENTION entered into frendly relationship 
with the Association oF Lire INSURANCE 
PresipENTs and Mr. BLACKBURN was fre- 
quently in conference with the sister 
organization. It is significant that the 
ASSOCIATION OF Lire INSURANCE PRESI- 
DENTS sent out officially from its office 
on Saturday a bulletin regarding Mr. 
BLacKrurn’s death. 

Mr. BLACKBURN’s pen was ever busy. 
In the midst of his active life he fre- 


ance in 
well in hand. 
advocate 


any 


stalwart 


quently found time to write leaflets or 
brochures on life insurance. His stuff 
was always forceful and convincing. He 
had in mind the writing of the ‘history 
of life insurance during the time he was 
one of its foremost figures. 

It can well be said that Mr. Briacx- 
BURN was the most conspicuous man in 
fighting the cause of the newer and 
younger companies in season and out. 
He was ever watchful and alert for their 
interest. 

Mr. BLACKBURN was a man of pro- 
found sentiment. He had firm convic- 
tions as to the course one should follow. 
He was always tolerant of his fellows. 
He antagonized but few people. Funda- 
mentally he was a friend to all. He 
was sympathetic when hard luck came 
and he entered into the happier achieve- 
ments of his friends. In the formal an- 
nouncement sent out by Secretary 
Ciaris ApamMs of the AMERICAN LIFE 
CoNVENTION appears the following feel- 
ing tribute to Mr. BLACKBURN: 

“It is impossible for me to adequately 
express the deep sorrow that every mem- 
ber of the AMERICAN LIFE CONVENTION 
will feel at this tragic news. Mr. BLAcK- 
BURN was so long the life and soul of 
the institution that his going will leave 
a void in the hearts of all. He was one 
of earth’s noblemen; one of the choicest 
spirits which ever graced this vale of 
tears. 

“He gave all of the labors of his 
mature life to the great institution of 
life insurance. He was one of the first 
to catch the vision of its future great- 
ness. He was one of the staunchest 
champions of proper practice within the 
business. To a large extent, he personi- 
fied the highest ideals of the fraternity. 
The institution will forever bear the im- 
press of his personality and ‘his labors. 

“His loss will be felt keenly by the 
AMERICAN Lire CONVENTION as an organ- 
ization and by life insurance as an insti- 
tution, but most of all we mourn the 
passing of a friend; a great and good 
man, the highest type of a Christian 
gentleman.” 


Pleased at Equitable’s Action 


LIFE insurance men generally will be 
glad to know that the Egurraste Lire of 
New York continued the contract of the 
E. A. Woons Company of Pittsburgh, 
following the death of Mr. Woops. This 
historic general agency, one of the 


greatest in the world, crystalizing the 
ideals of Mr. Woops, probably the great- 
est underwriter the life insurance busi- 
ness has produced, will be continued by 
Mr. Woops’ associates with Witt1am M. 
Durr as president; Witt1am J. Powe t, 





vice-president, CHARLES A. Woops, vice- 
president and general counsel, and WIL- 
L1aM Downey as secretary. 

On the death of Mr. Woops it was in- 
timated that the EguiTaBLe would prob- 
ably follow the plan which it has 
adopted in New York and Chicago to 
establish a number of separate offices in 
the Pittsburgh district with salaried 
agency managers in charge. However, 
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the company has undoubtedly shown 
sound judgment in not breaking up the 
splendid E. A. Woops AcENcy, which is 
producing a splendid volume of busi- 
ness and made a great place for itself 
in Pittsburgh and in the life insurance 
field generally. It will therefore remain 
as a monument to Mr. Woops’ genius as 
great life  under- 


a conspicuously 
writer. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Joseph G. Phipps, secretary of the 
Peoples Life of Frankfort, Ind., died 
Monday night after an illness of a few 
days. The immediate cause of his death 
was heart rupture. He was 52 years of 


age and was prominent in civic and 
church activities in his city. 
Myron Hawkins of Charlotte, Mich., 


well known manager of the Columbus 
Mutual Life, has been elected to the 
board of directors. Mr. Hawkins is one 
of the wheel horses of the agency or- 
ganization. 

Jack R. Hood, who for many years 
was general agent of the Protective 
Life at Waxahachie, Tex., was killed by 
a passenger train at that city recently. 
Mr. Hood was a Rotarian and a leader 
in civic affairs in his home city. 

Russel F. Burton of Denver, special 
representative for the New England 
Mutual Life, has been elected president 
of the City Club of that city. 

Two Indianapolis life insurance presi- 
dents will soon go abroad for a sojourn. 
President Herbert M. Woollen of the 
American Central Life will sail Feb. 8, 
and will be on the other side a month 
or so. Later in February President 
Frank P. Manly of the ‘Indianapolis 
Life will take a Mediterranean trip. He 
will be accompanied by Mrs. Manly, 
who will remain across the water for 
some time after. 


Peter M. Fraser, New York general 
agent of the Connecticut Mutual Life 
and president of the New York Asso- 
ciation of Life Underwriters, left_ last 
week for a two weeks’ vacation in Cuba, 
planning to return in time for the next 
meeting of the New York association. 


Julian S. Myrick, } New York manager 
for the Mutual Life of New York and 
president of the National Association 
of Life Underwriters, was one of the 
dignitaries at the special services Sun- 
day at the Cathedral of St. John the 
Divine in New York, when the “Sports 
Bay” was dedicated by Bishop Man- 
ning. Mr. Myrick, who was chairman 
of the special sports committee, made 
a report presenting the $150,000 which 
had been raised by personal gifts and 
sports events by leading athletes 
throughout the country. The money 
goes to aid in completing the erection 
of the cathedral, sports having under- 
written this portion and Mr. Myrick 
having headed up the work. 


Word was received this week of the 
death at Long Beach, Cal., of John 
Steel, 80, for many years general agent 
in Omaha of the Northwestern Mutual 
Life. Death was due to pneumonia. 
Mr. Steel had gone to California from 
his fruit ranch at Parma, Ida., hoping 
to avoid the rigors of the colder climate. 
His son, Harry O. Steel, is general 
agent of the Union Central Life in 
Omaha. 


Elbert Storer of Indianapolis, state 
manager of the Bankers Life of Iowa. 
who is the leading vice-president of 
the Indiana Insurance Federation, be- 
comes by virtue of his office chairman 
of Indiana Insurance Day for next year. 
Mr. Storer started his career in insur- 
ance in Gravity, Iowa, where he be- 











ELBERT STORER 


Indiana Manager Bankers Life of lowa 
Who Becomes Chairman Indiana 
Insurance Day 


an agent of the Central Life of 
Des Moines. In due time he swung 
over to the Bankers Life and made a 
great success with the rate book. He 
went to Indianapolis as manager and 
has built up one of the largest agencies 
in the state. Last year he paid for $7,- 
500,000. Mr. Storer acted as _ chair- 
man of the life insurance committee at 
the big meeting in Indianapolis last 
week and was also chairman of the 
general entertainment committee. 

Mr. Storer was recently elected vice- 
president of the General Agents Asso- 
ciation of Indianapolis. 


Samuel O. Buckner, inspector of 
agencies for the New York Life at Mil- 
waukee, has announced that he will re- 
sign his position with the company at 
the end of this year, and will then re- 
tire from active business. He has been 
associated with the New York Life for 
42 years and is widely known in life 
insurance circles. He is a brother of 
Thomas Buckner and Walker Buckner, 
both vice-presidents of the company. 

Mr. Buckner has been prominent in 
Milwaukee art circles for years. He 
was president of the Milwaukee Art In- 
stitute from its organization in 1910 un- 
til he resigned in 1926. In 1919 he pre- 
sented the institute with a collection of 
25 valuable paintings, forming the Sam- 
uel O. Buckner collection. 

The annual “round-up” of the Clif- 
ford L. McMillen home general agency 
for Northwestern Mutual Life at Mil- 
waukee Jan. 28 was also in the nature 
of a wedding party for Mr. and Mrs. 
McMillen, who were married last week. 
Mr. and Mrs. McMillen left Milwaukee 
Feb. 1 for the east. from where they will 
sail on Feb. 4 for Europe. They expect 
to be gone about ten weeks. 


came 


Arthur <" Wilmer, general agent at 
Richmond, . for the Life Insurance 
Company » V3 irginia, died this week of 
internal complications which developed 
after a fall on the ice last week in which 
he broke his hip. He had been with the 
company as general agent 15 years. He 
was previously for eight years a mem- 
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ber of the Prudential general agency 
firm of Blackford & Milmer at Rich- 
mond. He started in the life business 
at Richmond as an agent for the Equit- 
able. For many years he had been Brit- 
ish vice-consul at Richmond. He was 
born in Durham, Eng., in 1865. 


Chalmers Brown, 80, president of the 
Reserve Loan Life and one of its found- 
ers, died at his home in Indianapolis 
last Saturday. He had been a resident 
of Indianapolis for 61 years and was 
highly honored in all circles. He par- 
ticipated in the organization of the Rail- 
way Officials & Employes Accident As- 
sociation of Indianapolis, which later 
became the Continental Casualty and 
was moved to Chicago. He was active 
in Masonic circles being a 33rd degree 
member of the Scottish Rite. The fun- 
eral was held Monday. He is survived 
by a daughter, Mrs. Josephine B. Stay- 
man, whose husband is actuary of the 
Reserve Loan Life. 


Vern E. Holland, actuary for the 
Great Western of Des Moines, will be 
married Feb. 11 to Miss Emma Veum 
of Edgerton, Wis. 


R. Guy Brownson, district manager 
at Lansing, Mich., for the Canada Life 
and former proprietor of an agency 
writing all types of coverage, died there 
the past week. Mr. Brownson, who was 
53 years of age, had been in the insur- 
ance business there since about 1901 
and had a wide insurance acquaintance 
throughout the state. 


Dr. Orson W. Green, who for many 
years was chief medical examiner for 
the New York Life in Chicago, died of 
pleurisy at his home in Elmhurst, II. 
He was 81. Burial services at Mount 
Emblem cemetery were conducted by 
the Masonic fraternity. 

O. S. Merriman, manager of the Fed- 
eral Union at Youngstown, O., with one 
of the largest agencies of the company, 
writing about a million a year, died last 
week. His successor is M. Alexi, whom 
Mr. Merriman trained in the business, 
and who has been with the company for 
nine years. 


W. J. and Chas. F. Williams, president 
and vice-president respectively of the 
Western & Southern Life of Cincinnati, 
are spending a couple of months in 
Florida. 


Charles S. Burke, for the past 33 years 
general agent of the Connecticut Gen- 
eral Life in Boston, died at the Brock- 
ton hospital in that city the past week, 
aged 62 years. He was a native of 
Illinois and spent much of his earlier 
life in Wisconsin. 


Mrs. Anna Miller, a member of the 
Omaha agency staff of the Midwest 
Life of Nebraska, died recently from 
injuries received in a fall in the office. 
She had been a consistent producer for 
13 years, and this in spite of the fact 
that she did not take up life business 
until she was in her 40s. She special- 
ized in endowment policies, and had re- 
peatedly been commended by Presi- 
dent Snell for her work. 

Winslow Russell, vice-president of the 
Phoenix Mutual Life, in addition to his 
reputation as a public speaker and ad- 
vocate for the conservation of life in- 
surance funds paid the beneficiaries, is 
also quite an actor and in addition to 
Participating in Chamber of Commerce 
Playlets also recently took the leading 
Part in “Icebound,” a play put on by 
a group of Hartford people. 


John James, general agent for the 
Occidental Life in Salt Lake City, and 
former Utah insurance commissioner, 
was elected president of the Cambrian 
Association of that city, one of the out- 
Standing old country organizations in 
the mountain states. Mr. James came 
'rom Wales when a boy. 
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Step Along 
With California 


Characterized as “the fastest grow- 
ing section of the United States”, Los 
Angeles and southern California offers 
great opportunities for life insurance 
men. 


One of the well established agencies 
in southern California is that of the 
Lincoln National Life. It ranks high in 
production among the leading agencies 
of all companies in the state. 


It will pay you to grow with this 
growing agency in southern California. 


Address either 


H. G. EVERETT, Manager 
1210 Pacific National Bank Building 
Ninth & Hill Streets, 


Los Angeles, California 


or 


The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’ 
Lincoln Life Bldg. Fort Wayne, Ind. 


More Than 515 Millions in Force 
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PROGRESS 


The year of 1927 was the biggest and 
best year in the history of the Equitable Life 
of Iowa. Over ninety-one millions of new 
business was paid for during the year of 
which 36.9% was written on the lives of old 
policyholders. December was the biggest 
month in the history of the company. 


Energetic men interested in the life in- 
surance business can accomplish the fulfill- 
ment of their ambitions through a connec- 
tion with this progressive company. 





Founded: 1867 Home Office: Des Moines 
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PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
‘A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
| who loves his family 
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the Kansas City Life, is prominent in 
the “Reed for President” campaign be- 
ing carried on in advance of the Demo- 





Tex., for Senator inte A. Reed. Mr. 
Villmoare is treasurer of the Reed or- 
ganization. Headquarters will be es- 


cratic national convention at Houston, | tablished at Houston in a short time. 














LIFE AGENCY CHANGES 


—— > 








NEW ORGANIZATION FORMED 





J. J. Spear & Associates Is Title of Of- 
fice Headed by Former F. S. 
James Life Man 





John J. Spear, formerly manager of 
the life department of Fred S. James & 
Co., Chicago, is now active head of John 
a Spear & Associates. Offices of the 
organization are at 7 South Dearborn 
street, Chicago. The organization is 
equipped to give fast and special service 
to brokers. Mr. Spear is well known in 
the life field of Chicago and has an un- 
usually large following among the brok- 
ers. 

On or soon after March 1, the or- 
ganization will move into large new offi- 
ces on the 18th floor of the Insurance 





JOHN J. SPEAR 


Exchange South. The offices will em- 
body excellent service facilities and will 
be especially well equipped to accommo- 
date brokers. 

The organization in addition has state 
representation of the Union Mutual Life 
of Portland, Me., for Illinois. Prelim- 
inary report on the 1927 business of the 
Union Mutual shows the company to 
have obtained an increase of more than 
25 percent of new paid for business, as 
against new paid business in 1926. 





B. W. Ayres, Jr. 


Benjamin W. Ayres, Jr., succeeds 
Creighton P. Morton as general agent 
of the Massachusetts Mutual Life at 
Worcester, Mass. Mr. Ayres has had 
considerable experience in life insurance. 





Clarence E. Fey 


Clarence E, Fey, who has been asso- 
ciated with the Milwaukee general 
agency of Massachusetts Mutual Life, 
of which I. H. Offner is generai agent, 
for the past four years, has been ap- 
pointed field supervisor for Wisconsin. 





David A. Hill 

The R. E. Spaulding agency of the 
Mutual Life of New York in Chicago 
has appointed David A. Hill, formerly 
with the Bankers Life of Iowa in Cleve- 
land for 14 years, as agency organizer. 
This is a new position in the Spaulding 
agency and Mr. Hill’s duties will be the 
employing and assisting of agents. The 


Spaulding agency applied for $1,700,000 
of new business during the first 27 days 
of January. 
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NEW GENERAL AGENTS NAMED 





International Life Makes Appointments 
in Nebraska, Michigan and 
Ohio Fields 





Announcement is made by the Inter- 
national Life of the appointment of 
three new general agents, as follows: 

C. Stanley has been appointed gen- 


eral agent at Superior, Neb. Since 
1918 Mr. Stanley has represented the 
Equitable Life of New York. Two 


years ago he was made district manager 
for the Equitable in his Nebraska ter- 
ritory. 

Frank Boyden has been made gen- 
eral agent at Adrian, Mich. For some 
years Mr. Boyden has been a personal 
producer in the life field. 

Marshall M. Keep has become a part- 
Agent Joseph C. Ellis 


C. B. Hirons 

C. B. Hirons, formerly secretary of 
the Fort Wayne Mercantile, reinsured 
some months ago by the Great North- 
ern Life, and later agency director for 
that company in Indiana, has gone to 
southern California for the Great North- 
will look after both the life 
accident departments in that field. 


Herbert G. Pink 

Herbert G. Pink has been appointed 
general agent at Sacramento, Cal., of 
the Pacific Mutual Life. He was for- 
merly with the Metropolitan Life as 
manager of its Sacramento district, hav- 
ing been with that company since 1915, 
and resigning this connection to accept 
the appointment with the Pacific Mu- 
tual. 


and 





H. W. Campbell 

H. W. Campbell of Atlanta, Ga., gen- 
eral agent in that city for the Inter- 
national Life, has been promoted to 
state supervisor for Georgia. H. W. 
Campbell had the distinction of being 
the oldest agent in point of service with 
the company. He joined the Interna- 
tional Life in 1909, when it was founded. 
He is very well known throughout 
Georgia. He will continue to maintain 
headquarters in the Flatiron building in 
Atlanta. 





R. R. Matthews 
Wesley Styles, manager of the Occi- 
dental Life of Los Angeles at Grand 
Forks, N. D., has resigned to go to 
another line of business. His work has 


been taken over by Robert R. Mat- 
thews, who was formerly connected 
with the State Life of Montana. The 


last two years he has devoted part 
time to insurance. He has been acting 
as assistant receiver for some of the 
closed banks in his state. 


H. B. Husted, E. L. Beesley 

H. B. Husted, for 19 years general 
agent for the State Mutual Life at Syra- 
cuse, N. Y., has resigned because of his 
health and ‘will confine his future work 
to personal production. Mr. Husted 
has felt it advisable to relinquish the 
managerial duties into other hands and 
has given them into the hands of his 
associate, whom he trained in the busi- 
ness. Elmer L. Beesley, associated with 
Mr. Husted in the management of the 
office for several years, has been ap- 
pointed general agent. Mr. Beesley has 
been with the company for four years, 
this being his entire life insurance ex- 
perience, but in that time he has estab- 
lished himself at the fore of the com- 
pany’s agency ranks, leading the entire 
country in 1927 in number of lives in- 
sured. 
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TO DISCUSS TRUST PROBLEM 





Life Insurance Men of Cincinnati Now 
at Work Cooperating With 
the Bank People 





CINCINNATI, Feb. 
surance men of Cincinnati, through the 
life underwriters’ association, are now 
at work on trust problems in connection 
with the local trust companies, and 
something definite along a new line is 
likely to come out of the negotiations. 
This week President C. A. Hinsch, of 
the Fifth-Third-Union Trust Company, 
met with a number of life underwriters 
and discussed the problem. It is recog- 
nized that not all life insurance men are 
equipped to work with the trust com- 
panies so the plan is to take a selected 
list of men and work out a feasible plan 
of cooperation somewhat along the lines 


2.—The life in- 


that have been followed in New York | 


and Detroit. 





Stephen Ireland Visits Agencies 


Stephen Ireland, superintendent of 
agencies for the State Mutual Life, was 
in New York this week conferring with 
the company’s agencies in that city. 
From there he will leave for an agency 
field trip through upper New York and 
New England. 





Madden Is Buffalo Speaker 


Stabilization of American industry 
depends upon the inventive genius of 
its workers, James L. Madden, vice- 
president of the Metropolitan Life, said 
in an address before 400 members of 
the Greater Buffalo Advertising Club. 
He cited development of the American 
automotive industry as proof of his 
contention. 





| Underwriters, 


CLEVELAND AGENCY MEETING 





Several General Agents Address Equit- 
able Life of Iowa Agents at 
Annual Roundup 





The Cleveland general agency of the | 


Eqvitable Life of lowa under the lead- 
ership of C. R. Walker, general agent, 
held its annual meeting with 60 agents 
and guests in attendance. J. A. Tyson 
of Wallis & Tyson, general agents of 


the Equitable Life of Iowa at Phila- 
delphia, gave an inspiring talk on “Pro- 
gram Insurance.” Ralph W. Shenton, 


in charge of 


personal relationships at 
Hela Park, ‘ 


spoke on “The Human Ele- 
ment.” Thomas Hughes, agency man- 
ager at Erie, spoke on “Outstanding 
Salesmanship.” P. C. Irwin, assistant 
actuary, represented the home office and 
spoke on the company’s progress. 

At the dinner Howard S,. Sutphen, 
general agent at Pittsburgh, spoke on 
“The Business and Profession of Life 
Insurance.” Frank Klingbeil, president 
of the Cleveland Life Underwriters as- 
sociation, spoke on behalf of the asso- 
ciation. Mrs. W. E. Cox, wife of Super- 
visor Cox of Youngstown, sang several 
pleasing solos. 

The Greater Cleveland agency under 
the leadership of Mr. Walker has evi- 
denced steady growth and stood sixth 
among the company’s agencies in 1927. 
The business of 1927 showed better 
than 10 percent gain for the agency 
over 1926 


Reports 1927 Business 


Julian S. Myrick, manager for the 
Mutual Life in New York and presi- 
dent of the National Association of Life 
reports that the final fig- 





WOODS COMPANY ELECTION 





business of the Ives & 
Myrick F onal show paid for issued 


ures on 192 
business, of $38,096,000, of which $2,- 
327,000 was on the term plan, or 6.75 
percent of the total issue. The first 
year premiums of the agency amounted 
to $1,294,310. 





Two Vice-presidents Named, Following 
Election of W. M. Duff as sident 
—To be Controlled by Agents 

PITTSBURGH, Feb. 2.—At the an- 
nual meeting of the Edward A. Woods 
Company, general agent of the Equit- 





Charles A. Woods were elected vice- 
presidents. 4 
Mr. Duff succeeds in office the late 


Edward A. Woods, who died recently. 
He has been associated with the firm 
since 1895, when he entered its employ 
as an office boy. He is a member of 
the sy committee of the Pitts- 
burgh Life Underwriters’ Association. 
William J. Powell is also treasurer of 
the firm while Charles A. Woods, the 
other vice-president, is general counsel. 

Following the agency’s practice of 
rot: ating directorships, by which the 
office is passed among the veteran 
members of the organization, the fol- 
lowing were elected directors for 1928: 


H. K. Beegle, E. E. Johnson, N. S. 
Wooldridge, W. E. Graham, Miss A, B. 
Concannon and John Wright, all of 
Pittsburgh; C M. Hooker, Bradford, 
Pa.; L. A. Spencer, Youngstown, O.; 
M,. J. Donnelly, New Cast, Fa.: ©. FP. 
Powell, Uniontown, Pa; P. Williams, 
Corry, Pa.; F. G. Mardis, Johnstown, 
Pa. 

Mr. Duff announced that in accord- 
ance with a plan devised by the late 


Edward A. Woods, the company would 
eventually be controlled and operated 
by those interested in its continued suc- 
cess and prosperity. Pursuant to this 
intention, certain stock in the company 
was left by Mr. Woods for distribution 
to his associates. 


Incorporate McKinley Life 


The McKinley Life of Cleveland has 
just been incorporated at Columbus with 
$100,000 capital, to write life, accident 
and sickness insurance, There are about 
20 incorporators, among them being J. F. 
Conrad, H. P. Angell, H. R. Sanborn, 
John H, Price, Guy E. Newark and A. 
O. Rodrian. The company is being or- 
ganized by Mr. Angell, who some time 
ago retired as vice-president of the 





Ww. M. DUFF 


able Life of New York, in addition to | 
the election of William M. Duff as | 
president, William J. Powell and/| 


American Citizens Life, of which A, P. 
Sandles is now president. It is under- 
stood that plans are under way for 
merging the two companies. Mr, San- 
born, 


who is former vice-president of 
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the Union Trust Company of Cleveland, 
is to be treasurer of the new company 
and Dr. H. H. Becker, B. & O. surgeon 
at Cleveland, is to be medical director. 
The home office will be in the Hanna 
building in Cleveland. 





Siegel Protests Action 


Harry Siegel, agent for the New York 
Life in New York, whose case on the 
charge of rebating was dismissed last 
week by Superintendent Beha, has con- 
tinued the case himself, last week secur- 
ing an order from the supreme court 
directing the superintendent of insurance 
to file all the proceedings in the case. 
Mr. Siegel protests the findings of the 
department which did not clear the 
charge of rebating, but dismissed the 
case on the basis of leniency. Mr. Sie- 
gel wishes the case to be cleared and 
states that the insurance department did 
not consider his case without prejudice. 


To Probe New Jersey Office 


TRENTON, N. J., Feb. 1—A com- 
plete investigation of the activities of 
the New Jersey department of banking 
and insurance was determined upon by 
the state legislature. Prof. Lindsay Rog- 
ers of Columbia University has been se- 
lected by Governor Smith to direct a 
searching investigation of the state la- 
bor department particularly with re- 
spect to its administration of the work- 
men’s compensation law. 





Mutual Life Meeting Planned 


The annual convention of the $250,- 
000 club of the Mutual Life of New 
York will be held at the Mayflower 
hotel, Washington, D. C., May 18-19. 
Those present from the home office 
will be: David F. Houston, president; 
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Granville M. White, second vice-presi- 
dent and manager of selection; William 
A. Hutcheson, second vice-president and 
actuary, and Second Vice-President and 
General Counsel Allen. 

“Mutual Life ideas and ambitions, 
Mutual Life plans and progresses and 
Mutual Life service to policyholders and 
field force,” will be the theme of the 
meeting. 





J. E. Hall Agency Makes Gains 


The J. Elliott Hall agency of the Penn 
Mutual Life in New York reports a 
large increase in January paid business, 
the month’s total being $2,479,866, or 
about 10 percent more than the figure 
for the same month last year, $2,265,- 
495. All departments showed an_ in- 
crease and the new branch offices under 
Associate General Agents D. B. Adler, 
WwW Flanigan and H. E. Morrow 
made gratifying reports. Mr. ‘Hall re- 
ported a gain of over 10 percent in his 
agency for the entire year in 1927, the 
total being $28,802,198, compared with 
$25,331,120 in 1926. 





Trust Meeting at Columbus 


“The Conservation of Estates” was 
discussed at Columbus, O., this week at 
a conference attended by officials of the 
First National and the Citizens Trust 
& Savings Banks and officers and mem- 
bers of the Life Underwriters Associa- 
tion of Columbus. Homer Guck, vice- 
president of the Union Trust Company, 
Detroit; H. P. Gravengaard, vice-presi- 
dent of the Columbus Life Underwrit- 
ers Association, and Robert T. Crew of 
the First National Bank, former, state 
superintendent of insurance, were among 
the speakers. Mr. Guck is a member 
of the board of the Detroit Life. 
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TO GIVE INSURANCE COURSES 


University of Omaha Will Offer Thor- 
ough Instruction in Insurance 
Practices and Problems 





? 

OMAHA, Feb. 1.—There is consider- 
able interest in Omaha insurance circles 
in the announcement just made by the 
University of Omaha that beginning 
with the second semester this week, its 
department of commerce will offer a 
practical and comprehensive course in 
general insurance. In addition to this 
course, which will be given during the 
day, a course in life insurance will be 
conducted for night students. 

M. F. Jones, a graduate of Grinnell 
College, now assistant manager of the 
Travelers at Omaha, will be professor 
of life insurance. The classes in fire and 
indemnity insurance will be conducted 
by Prof. Lewis Thoelecke, who holds a 
degree of B. Sc. in fire prevention engi- 
neering from Armour Institute. H. A. 
Dunlap, dean of the commerce depart- 
ment of the University of Omaha, will 
have charge of a coyrse covering the 
legal phases of insurance. 

The tentative curriculum embraces the 
organization, history and economics of 
insurance, as well as an analysis of prac- 
tical methods of selling, systematizing 
records, ete. 

In addition to class work, a definite 
project in research work will be assigned 
to each student. This work will consist 
of making a detailed study and report 
on one of the companies in actual oper- 
ation in Omaha, The student’s survey 
will cover the details of organization, 
methods of operation, how and where 
the company gets its business, how the 
records are kept, its advertising and sell- 
ing methods, and all factors entering 
into the successful operation of a mod- 
ern insurance company, 





Kansas City Agency Meeting 


The western Missouri agency of the 
Equitable Life of Iowa held an agency 





meeting in Kansas City Jan. 27 under 
the direction of Herbert A. Hedges, 
general agent, with 56 agents attending. 
The agency wrote $3,012,000 of life in- 
surance in 1927, a 40 percent increase 
over the previous year. 

Robertson G. Hunter, vice-president 
and actuary, represented the home office 
and spoke on “Conservation of Busi- 
ness.” Other speakers at the banquet 


/were Ray Haberman, general agent of 


the Phoenix Mutual in Kansas City; 
Dr. William L. Stidger, who talked on 
“The More Abundant Life,” and Jess 
W. Thompson, district manager for the 
Equitable at Joplin. Oliver Neible of 
the Commerce Trust Company dis- 
cussed “Trust Estates,” and Barney 
Pearson talked at the afternoon sales 
meeting. 





Street Car Company Buys Group 


Group insurance totaling $16,500,000 
has been taken on the lives of the 16,500 
employes of the Chicago Surface Lines. 
The life coverage has been taken in the 
Metropolitan Life, and the sickness and 
accident coverage has been underwritten 
by the Travelers. The insurance has 
been taken in conformity to the recent 
award of the arbitration board in the 
wage disagreement between the Surface 
Lines and its employes. 





Illinois Federation Meeting 


The annual meeting of the Illinois 
Insurance Federation will be held in the 
Congress hotel, Chicago, the evening of 
Feb. 15. Louis J. Kempf, casualty man- 
ager of the Travelers in Chicago, is pres- 
ident and will preside at the banquet. 
The main address will be by Lieutenant 
Governor W. I. Nolan of Minnesota, 
who spoke before the annual meeting of 
the Insurance Federation of America in 
New York in December. 


P. R. Schweich Chicago Visitor 

P. R. Schweich, general agent of the 
Lincoln National Life in the Kansas 
City territory, was a visitor in Chicago 
last week following the company’s two- 








day general agency convention at the 
home office, Fort Wayne, Ind. 





Jones Agency’s Contest 


A contest with a goal of $1,000,000 of 
life insurance was inaugurated by the 
life insurance department of R. B. Jones 
& Sons, Kansas City, Mo., on Feb. 1 
to run for six weeks. A variation of the 
aviation contest will be used by Wiley 
Pendleton, manager of the department, 
who has modeled his contest in an exact 
reproduction of the round-the-world 
flight of the American naval aviators two 
years ago. Each $1,000 life application 
will count 250 miles, and each $25 of 
accident and health premium 250 miles. 





Travelers’ Milwaukee Meeting 


The Milwaukee branch of Travelers 
is making arrangements for the biggest 
convention of agents it has ever had, 
Feb. 10-11. About 150 are expected to 
attend. 

Home office representatives who have 
accepted invitations to attend include 
John H. Eglof, agency supervisor for 
casualty lines; D. Bloxham, agency 
supervisor for life and accident; W. E. 
Boyd, agency supervisor for fire busi- 
ness, and John De Forrest, assistant 
superintendent of agencies. There will 
be others from the home office who will 
be announced later. 

The convention will be under the di- 
rection of T. H. Richey, manager of the 
life and accident department in the Wis- 
consin branch; T. C. McLaughlin, cas- 
ualty, and J. Brushingham, fire. 


Have New Financing Plan 


An unique financing plan for insur- 
ance writers has been launched at St. 
Paul by W. W. Klingman and John A. 
Hartigan of the Equitable of New York. 
They have incorporated for $50,000 the 
Service Finance Company which will 
make loans to agents on their renewal 
business. The service will be confined 
to Equitable salesmen in the St. Paul 
branch. 

The new company puts into corporate 
form a plan which Mr. Klingman has 
personally carried on for some time. 
In effect it puts a loan value on renewal 
business of Equitable agents and en- 
ables them to finance themselves where 
they could not do it otherwise. 





Hitch on Twin City Institute 


There is some uncertainty about the 
plans for the annual life insurance in- 
stitute which has been conducted in 
St. Paul and Minneapolis the past few 
years. Heretofore the local underwrit- 
ers association of the two cities have 
cooperated with the M. C. A. of 
each city in holding institutes in each 
city simultaneously. In this way it was 
possible to reduce expenses and bring 
outstanding insurance experts’ to the 
Twin Cities. 

It is understood that there is some 
hitch in the plans this year and it is not 
certain that the Y. M. C. A. will par- 
ticipate. The St. Paul Life Association, 
however, is working on a plan to hold 
the institute as usual. 


Eberhardt Writes Big Annuity 


John J. Eberhardt, member of the 
Salina, Kan., general agency of the 
Massachusetts Mutual Life known as 
Eberhardt Brothers, wrote the $100,000 
annuity on the life of W. W. Watson, 
Salina capitalist, who is 80, that was 
given considerable space in the Kansas 
newspapers and figured also as an Asso- 
ciated Press story. The contract be- 
tween Mr. Watson and the insurer is 
to the effect that the company will pay 
the annuitant $1,500 a month as long 
as he lives. 





Two Kansas Commissioner Candidates 

John B. Smith, assistant commissioner, 
and Charles Hobbs, actuary for the Kan- 
sas department, are both candidates for 
the Republican nomination for insurance 
commissioner. The nomination in the 
primary is equal to election. 

Mr. Smith is a native of Scotland but 
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was reared and educated in Kansas. He 
went to France with the 117th ammuni- 
tion train, the Kansas unit of the famous 
Rainbow division. He became assistant 
superintendent of insurance shortly after 
Superintendent Baker began his second 
term. He has represented the depart- 
ment many times at meetings of the 
Insurance Commissioners Convention 
and various state organizations and has 
had charge of many important matters 
before the department. 

Mr. Hobbs has had a long experience 
in the department. He is an accountant 
and started as an examiner, later be- 
coming actuary. 





New Office Goes Over Quota 


The A. Van Goldman office of the 
Prudential in Chicago is rapidly build- 
ing an agency staff and has made a 
good record of production since it 
opened last June. The office was given 
a June, 1927, to June, 1928, quota, but 
to the end of December last year it 
had exceeded the first year’s quota. 





Try to Save Monarch Life 

The fate of the Monarch Life of Kan- 
sas City, Kan., is expected to be deter- 
mined this week. The _ stockholders 
were to meet and see what they can do 
toward continuing the operation of the 
company and later will submit their 
plan to Commissioner Baker, who will 
consider it and present to the United 
States district court his recommenda- 
tions. 

The company is not insolvent, as it 
has a surplus of about $15,000. This 
is below the legal requirements but 
might be the basis of an adjustment 
that would get the company going again. 
It has over $1,000,000 of business, most 
of which has paid the second premium. 
Some of the stockholders propose to 
raise $25,000 additional capital to bring 
the surplus up to the legal require- 
ments. If this fails the company must 
be liquidated and the stockholders would 
receive about 60 cents on the dollar. 





Law Brothers Move 


R. W. Law and M. J. Law of the firm 
of Law Brothers, Inc., Chicago, former- 
ly at 861 Insurance Exchange building, 
moved into their new offices at 844 Rush 
street this week. R. W. Law recently 
was elected president of the Green Sig- 
nal Club of the Illinois Life as its lead- 
ing producer. The firm does a general 
insurance business. 
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ALAMO IN ITS NEW BUILDING 





Antonio Company Has Agency 
Meeting to Dedicate Its Home 
Office in That City 


San 





Fifty district managers and the 1927 
leading producing agents of the Alamo 
Life met in San Antonio to celebrate 
the company’s move into its new home 
office building. 

The building was originally a church, 
located in the downtown section of the 
city. Remodelling has been in progress 
for several months and little remains 
of the building’s original appearance. 
The second floor has been finished in 
the- most appropriate and up-to-date 
manner for a life insurance home of- 
fice. The first floor is rented for busi- 
ness offices. . 

The forenoon session of the meeting 
was devoted entirely to agency super- 
vision discussions, at which Agency Di- 
rector Harry D. St. John presided. The 
afternoon session was opened by Presi- 
dent Graham Dowdell and followed by 
an address by Actuary Merlin Oates. A 
school of instruction and open discus- 
sions completed the afternoon’s pro- 
gram, closing with a banquet in the 
evening. 

The Alamo Life building holds the 
unique distinction of being the farthest 
south of any life insurance home office 
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building in the United States. The 
company is now in its fourth year and 
closed 1927 with over $7,500,000 in- 
surance in ‘fores. An agency force of 
195 agencies produced approximately 
$4,000,000 of paid for and issued busi- 
ness in 1927. Sixteen agencies were 
responsible for $100,000 or more. 
[he largest personal producer was 
H. L. Copeland of Austin with $218,000 
and W. V. Dugan of Lee county, second 
ond with over $200,000. 

The Alamo Life is just beginning to 
develop west Texas and Panhandle ter- 
ritory and has recently established dis- 
trict offices at Lubbock. 





Kentucky Life Insurance Bills 


Representative Burnam has _intro- 
duced a bill in the Kentucky legislature 
which changes time of filing annual 
statements of life insurance companies 
from Jan. 10 to March 1, 

Another bill by Burnam provides 
that books of life companies shall be 
subject to examination oftener than 
once every four years. 





Plan for Tennessee Insurance Day 


The Nashville Chamber of Commerce 
will set its date for Tennessee Insur- | 
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}ance Day March 21, en to the mid- 
year meeting of the National Associa- 
tion of Insurance Agents at Memphis 
convening the week of March 12. Much 
enthusiasm is displayed by the forum 
| committee of the chamber and a real 
| day for insurance is anticipated. 


Hold Conference at Memphis 


W. F. Grantges, first vice-president 
and general manager of agencies, and 
J. W. Wood, director of education for 
the International Life, held a two-day 
meeting ag representatives of the 
company in Tennessee, Mississippi and 
poe eon dy at Memphis, Tenn., Jan. 27- 
25. Conferences similar to that con- 
ducted in Memphis will be held else- 
where in the near future. 








Runs Thrift Advertisement 


\ center spread advertisement was 
run in an Oklahoma City newspaper 
during Thrift Week by the general 
agents and banks of that city. The ad- 
vertisement, which was reported to have 
brought very favorable results, asked 
the reader to think about “the creation, 
conservation and distribution of your 
property.” The insurance trust idea was 
stressed. 








-PACIF IC COAST AND, MOUNTAIN F IELD | 


- 
| 








INSURANCE TOWER PLANNED 





Seattle Will Have 37-Story Structure 
Devoted Almost Exclusively to 
Life Interests 


SEATTLE, Feb. 2.—Announcement | 
is made here of a proposed life insur- 
ance tower, to be 37 stories high and to 
include stores and garage space in addi- 
tion to offices. The structure, which will 
cost $1,900,000, is to rise between Sec- 
ond and Third avenues on Spring street, 
the present site of the Palace theatre. 

The building will be within two blocks 
of the 27-story Northern Life building, 
to be completed this year. Four stories 
have been added to plans for this struc- 
ture, the first draft calling for a 23-story 
building. 

30th these structures will be of the 
step-back type as required by the New | 
York City building code. 

The Second avenue and Spring street | 
tower will have a garage with a capacity 
of 400 cars. Second avenue entrances 
will lead directly to stores and elevators. 
A level arcade will give access to the 
building from the Third avenue side. 

The tower building proper will cost 
about $1,500,000, with $400,000 added for | 
stores and garages. 

The building will house quarters on 
the second floor for the Seattle Life 
Underwriters club, donated by the build- 
ing management. 

The structure will be sponsored by 
liie companies represented in Seattle, 
but all classes of insurance will be rep- | 
resented in its occupancy. 








New Mexico Tax Situation 


been informed that the attorney gen- 
eral of New Mexico has ruled that mu- 
nicipalities in that state are without | 
power to levy municipal taxes on life 
insurance companies. Company mem- 
bers operating in that state are therefore 
advised to disregard notices for muni- 


cipal taxes in the city of Albuquerque. 


| 
The American Life Convention has | 
| 
| 





M. A. Linton to Speak 


M. A. Linton, vice-president of the 
Provident Mutual Life, will speak on 
“Life Insurance FPolicyholders and 
lrust Company Service” at the Hotel 
La Salle in Chicago, Feb. 7, at 4:00 
Pm. Mr. Linton has given much study 
to the subject of life insurance trusts 


and has spoken at a number of meet- 
ings on this topic. 





| values have accrued to him. 


| insurance has ended, 


| whatever time he was insured by the 
} company. 


| biggest and 
held in the 


Equitable Life of New 


GROUP INSURANCE DECISION 


Holds Protection Ceases 31 Days After 
Employes’ Discharge—Notification 
of Termination Not Necessary 


SEATTLE, WASH., Feb. 2.—The 
lirst group insurance suit ever brought 
into court here has resulted in a ruling 
by Superior Judge Moriarty which ai- 
fects all persons in the state insured by 
their employers and also sets up a 
precedent for the protection of employ- 
ers. The ruling is as follows: When 
an employe is discharged, his insurance 
automatically stops within 31 days there- 
after; however, the employe, by apply- 
ing to continue the insurance outside 
of the company, may avoid losing what 


The insurance company does not have 
to notify a discharged employe that his 
and the employe, 
receives nothing for 


upon discharge, 





Denver Sales Congress Plans 


Five nationally prominent men are ex- 
pected to attend the annual sales con- 
gress of the Colorado association of 
life underwriters at Denver, March 2. 
Names of the men have not yet been 
divulged but it is expected they will be 
announced this week. Four of the men 
have already accepted the invitation to 
speak at the congress while an answer 
from the fifth has not yet been received. 
It is expected the congress will be the 
most instructive of anv 
history of the association. 
agency manager of the 
York, is in 


of plans for the congress. 


P. L. Pease, 


charge 





Western States Portland Meeting 

Marshall Harris, president of the 
Western States Life of San Francisco, 
was the principal speaker at the north- 


west conference of the company in 
Portland, Ore. He was accompanied by 
John W. Pearson, inspector of agencies. 


Arrangements for the conference were 
in the hands of M. E. Smead, Oregon 
manager, who had as his guest Fred 
Berrens, supervisor with headquarters 
at Seattle. 





Russells Had Fine Record 


The home office general agency of the 
Pacific Mutual Life at Los Angeles in 
charge of John Newton Russell and his 
son John Henry Russell, shows paid for 
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SOUTHERN CALIFORNIA 
A Golden Opportunity! 


One of the oldest and strongest Companies in 
America 


One of the largest life-accident and health (all in 
one policy) Companies writing Non-Par— 


With $300,000,000 in force — over $50,000,000 in 
assets— 


Has an opening for a young man of experience, per- 
sonality—and a sizable ambition. 


A money making general agency contract for a man 
willing to earn it—and who can build a five to 
ten million a year agency. 





But you must write now address D-11, care The 


National Underwriter. 


A Golden Opportunity! 























Dynamic Detroit Life 


Old enough to have established itself 
firmly among the most progressive life insur- 
ance organizations; yet young enough to 
maintain a personal interest in each of its 
agency men. 


These facts mean much to you if you con- 
template entering the profession of life insur- 
ance salesmanship or if you are seeking a new 
opportunity. 


Desirable territories available in the State 


of Michigan. 


DETROIT LIFE 
INSURANCE COMPANY 


‘The Company of Service’’ 
M. E. O’Brien, President 
2210 Park Avenue 


Detroit, Mich. 
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Central States Life 


Insurance Company 


ST. LOUIS, MO. 


Agency Openings in 


ARKANSAS MISSOURI 
CALIFORNIA MONTANA 
COLORADO NEBRASKA 
FLORIDA NEW MEXICO 
IDAHO OKLAHOMA 
ILLINOIS SOUTH DAKOTA 
IOWA TEXAS 
KANSAS UTAH 
MINNESOTA WYOMING . 


o 
All Ages up to 65 
Participating and Non-Participating 
Standard and Sub-Standard 
Disability and Double Indemnity 


ASssEts: $10,000,000 
INSURANCE IN Force: $90,000,000 




















You are a producer 

You want a REAL job 

You believe in yourself 

A friendly interest is needed 


! Close co-operation is necessary 
Write or wire: S. M. CROSS, President 
OLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 


Territory does make a difference 











ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO LARGER 
tole o WHY NOT CAPITALIZE YOUR ABILIT ENCE TO 


G 
. WHY NOT HAVE THE LARGER 

COMMISSIONS AND LONGER RENEWALS AND 

ON THE PRODUCTION OF MEN YOU APPOINT. a 


WE HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN, ILLINOIS 
OHIO, IOWA, MISSOURI, PENNSYLVANIA AND NEW JERSEY. : ) 
AGENCY IN YOUR VICINITY, WRITE TO US. a 
WE OFFER YOU VERY DISTINCT ADVANTAGES 
pope ty rt mye ly be 
standard forms o icies, bot ticipati - icipating. 

Liberal disability benefits. : es ae eee) 68 antes 

Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 

cash dividends each year after the second, making very low net cost. 
Confidential communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own ability and your 
own limitations. Can you measure up? Can you make this the turning t in your life, 
the door to the larger opportunity and larger income of which you have dreamed? 


GIRARD LIFE INSURANCE COMPANY 


Opposite iadependones Hall 
PHILADELPHIA, PA. 




















business for 1927 $25,438,538. The year 
before it was $22,759,783. The peak of 


production was 1923, when the figure | 
In 20 years the an- | 
increased | 


was $26,725,359. 
nual ‘business paid for has 
manyfold. The monthly production to- 
day being more than the business of the 
entire year 1907 when it was $1,941,750. 


West Coast Schools Announced 


Seattle and Los Angeles have been 
selected as the locations for the next 
managers’ schools to be conducted by 
the Life Insurance Sales Research Bu- 
reau. f 
the bureau to be held on the west coast. 
The Seattle school is being conducted 
through the cooperation of the General 
Agents’ Club of Seattle and will last 
four days, starting March 5. The Los 
Angeles school is also being sponsored 





| 


| general agent at 


These will be the first schools of | 


by the local managers’ association. It' 


will start March 13. Both of these 
schools will be under the direction of 
John Marshall Holcombe, Jr., manager 
of the bureau, assisted by other mem- 
bers of the bureau staff. 


Los Angeles Life Managers Club 

Officers of the Life Managers Club of 
Los Angeles elected for the ensuing 
vear at a recent meeting are: Presi- 
dent, Harold D. Leslie, general agent 
Northwestern National Life; vice-presi- 
dent, Roy Denny, manager Missouri 
State Life: secretary, Ward H. Porter, 
manager Fidelity Mutual Life. This 
club is composed of about 60 general 


agents and managers and has been in 
active and continuous existence since 
1910, 


Made Agency Supervisor 


Paul S. Knowles, who for some time 
has been assistant to H. S. Bridgewater, 
Los Angeles of the 
Great Republic Life, has been appointed 
agency supervisor of the company and 
will assist Agency Supervisor Frank M. 
Stapleton in the organization and de- 
velopment of the California field. Mr. 
Knowles is well known in life insurance 
circles of California and the West, hav- 
ing been with the California State Life 
for a number of years prior to forming 
a connection with the Great Republic 
Life. 


Western States Convention 


The El Dorado Club of the Western 
States Life will meet at the Hotel Del 
Coronado at Coronado, Aug. 30-Sept. 1. 


Branch Office Opened 


A San Francisco office has been 
opened by THe NATIONAL UNDERWRITER 
at 105 Montgomery street, telephone 
Kearny 3399. Frank W. Bland, re- 
cently appointed Pacific Coast manager, 
is in charge. From San Francisco head- 
quarters Mr. Bland will supervise the 
Pacific Coast business activities of THE 
NATIONAL UNDERWRITER, his territory in- 
cluding Washington, Oregon, California, 
Nevada, Idaho, Utah, Arizona, Colo- 
rado, Wyoming and New Mexico. 





IN 





THE. ACCIDENT AND HEALTH FIELD 














MANUAL REVISION DEFERRED 


Subject to Come Up Again at Mid-Win- 
ter Meeting of Health & Accident 
Conference in Chicago 





While the report of the manual com- 
mittee of the Health & Accident Under- 
writers Conference, adopted at the To- 
ronto meeting, provided for what 
amounted virtually to a general revision 


| 
| 


of the classification manual, it has now | 


been decided that this revision will not 
be carried out until after the 
meeting of the conference in Chicago. 
It developed that there were duplica- 
tions in some lines, particularly among 
railroad workers and in the lumber in- 
dustry, and as it is the desire of the 
manual committee to make the manual 
as simple as possible, it was found ad- 
visable to give this matter some further 
attention. There has also been some 
sentiment among conference members 
to the effect that general revisions of 
the manual should be made’ only at 
stated periods, possibly every five years, 
and it is quite probable that this matter 


will be brought up for discussion at the | 


coming meeting. 

When such a revision is made, it is 
necessary for the companies to call in 
all of the manuals outstanding. Many 
agents do not send in the old ones, and 
the result is that there are conflicting 
classifications in use in the field. If this 
plan is adopted, there would be no gen- 
eral revision until 1930, as the last one 
was made in 1925. It has been sug- 
gested that instead of making a general 
revision this year, a supplement should 
be issued containing the changes which 
it is considered desirable to make at 
this time. 


To Write Health and Accident 


Vice-President F. P. Stanley of the 
Glens Falls Indemnity announces that 
the company will add accident and 
health insurance at once to its other 
lines. The department will be in charge 
of R. D. Leffingwell as manager and H. 
G. Helm in charge of production. 


New Specialty Policy 
A new accident policy insuring against 
death and disability in automobile, air- 


March | 





craft, transportation and yachting acci- 
dents only is announced by the North- 
western Life & Accident of Seattle. 
Quite appropriately, in view of the cov- 
erage against aircraft accidents, the 


| contract has been called the Northwest- 


ern “Flyer” and is being featured in a 
special campaign. 

For an annual premium of $10, the 
policy provides principal sum or death 
benefit of $2,500 for the majority of ac- 
cidents, but is limited to $1,000 death 
benefit if the insured is killed in an air- 
plane accident. 


Take Over Pioneer Casualty 
The Occidental Corporation, owned by 


interests controlling the Occidental Life 
the 


of Los Angeles, has purchased 
Pioneer Casualty, an assessment acci- 
dent and health company organized in 


San Francisco a few years ago by J. L. 
Maritzen of that city, and sold last fall 
to John W. Cooper, one time president 
of the Continental Life of St. Louis, who 
moved its home office to Los Angeles. 
The company is now under the manage- 
ment of Robert J. Giles, secretary and 
general manager of the Occidental Life, 
and his associates, but it is understood 
that it will be operated as a separate 
institution. 


Kentucky Accident and Health Bill 


Representative Meyers of Covington 
has introduced a bill in the Kentucky 
legislature which would place health and 
accident insurance companies under pro- 
visions of the present law governing 
life and casualty companies. It was re- 
ferred to the life and casualty insurance 
committee. 


Claim Association Membership Drive 


President Louis L. Graham and the 
other officers of the International Claim 
Association are endeavoring to increase 
the membership of that organization 100 
percent this year. In connection with 
the membership drive it has been de- 
cided to award a handsome prize at the 
next meeting to the man who brings /® 
the most new members. William A. 
Dennis, supervisor of claims for the 
Prudential, Newark, N. J., is chairman? 
of the membership committee and all 
applications for membership should be 
sent direct to him. 


M. Glouding Joins Ocean 


M. Glouding has been appointed ase 
sistant to George M. Martin, superin- 
tendent of the accident and health de- 
partment of the Chicago branch office 
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of the Ocean Accident & Guarantee. Mr. 
Glouding went to Chicago from Toronto, 
Ont., Where he was for some time in the 
service of the Continental Casualty. 


Advanced to Superintendents 


The Washington Fidelity National an- 
nounces the appointment of Agents J. 
H. Fiedler of East St. Louis, Robert E. 
McCollough of Louisville No. 1 and 
M. A. Jablow of Louisville No. 1 to field 
superintendencies in their respective 
districts. 


National L. & A. Promotions 


c. D. Turner of St. Louis No, 2, A. Car- 
roll of Dallas No. 1, H. H. Honeycutt of 
Abilene, O. A, Bunnell of Memphis, 8S. O. 
Jorden and R. B. Fulton of Houston 
No. 2 and G. C. Austin of Akron have 


been promoted to superintendents by 
the National Life & Accident in their 
respective districts. 


New Kansas City General Agent 


Cc, E. Shaw has been appointed gen- 
eral agent at Kansas City, Mo., for the 
personal accident and health depart- 
ment of the Provident Life & Accident 
Mr. Shaw has had many years of ex- 
perience in this branch of insurance, 





Named Texas “Manager 


E. A. LaLonde has been appointed 
state manager for Texas by the Inter- 
Ocean Casualty in its direct pay depart- 
ment. Mr. LaLonde has had many years’ 
experience in the health and accident 
fields in the northern states, although 
Texas is a new field for him. 











NEWS ABOUT 


LIFE POLICIES 








PRICE, $4.00 and $2.00 respectively. 


| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
| Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest"’ and “‘Little Gem,”’ Published Annually in May and April respectively. 

















PENN MUTUAL REVISES FORMS 


Surrender Values Changed—New Dis- 
ability Clause for Endowments Pro- 
vide an Income After Maturity 


The “1928 model” Penn Mutual Life 
contract shows several improvements 
over the old forms. Company practices 
have been changed into policy provisions 
by incorporating them in the contract. 

Surrender values have been available 
at the end of the third year with the 
exception of a second year loan value. 
The new policy provides second year 
values on all the options. This value 
is the full reserve less a $10 per $1,000 
surrender charge. This is being allowed 
to 1926 and 1927 issues also. 

Several minor changes in wording 
have been made in order that the policy- 
holder will be able to understana some- 
thing about his policy besides the 
“Please read your policy” statement. 
\lso, a definite promise is made to pay 
interest on the proceeds from the date 
of death to the date of payment. The 
rate of interest is guaranteed at 3 per- 
cent and is to be increased by excess 
interest earnings. 


Disability Agreement 


The retroactive clause has been added 
to the disability agreement. This pro- 
vides that the insured will not lose the 
income for the 90 day waiting period 
where disability is not obviously perma- 
nent or for the period which may elapse 
between the date of disability and the 
date of filing proof. The income dates 
back to the beginning of disability if 
proof is furnished during the first six 
months or will date back six months if 
proof is delayed more than that length 
of time. 

A new clause has been added which 
may be issued with endowments and 
will provide an income after the maturity 
date and so long as the insured is dis- 
abled. This clause is issued at a slightly 
hicher premium than the regular clause. 

The participating rates on the new 
policies per $1,000 with the various dis- 
ability clauses follow: 

Waiver of Premivm Only Disability 

Renefits 


20 20 End. End. Five 
Ord. Pay Year Age Age Year 
\ge Life Wife Ena 60 65 


18 $17.66 $27.44 $48.60 $22.40 $90.45 




















20 20 End. End. Five 
Year Ag Age Year 
End. 60 65 Term 





55 59.46 
Disability Waiver of Premium and $10 
Monthly Income 











20 20 End. End. Five 

Ord. Pay Year Age Age Year 

Age Life Life End. 60 65 Term 
$31.19 $50.46 $24.75 ecce 

31.60 50.54 ecee 

32.03 50.65 iaee 

32. 50.76 14.10 
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38.47 652. 10 
39.15 2.$ 38 
39.85 3. 6.68 
40.60 3. 6.99 
41.38 3. 7.34 
42.18 2 7.72 
43.03 54.7 2 8.14 
43.93 f d 18.60 
44.86 56 Bi 19.09 
45.96 i. 58.92 48.63 19.64 
47.11 57.07 62.44 50.99 20.25 
48.33 57.80 66.38 53.56 20.93 
49.62 58.59 70.77 56.37 % 
50.99 59.46 75.77 59.46 

52.43 60.41 81.45 62.87 

53.98 61.44 88.01 66.64 

55.61 62.59 95.61 70.86 

57.36 63.84 104.56 75.59 

59.22 65.21 115.26 80.92 

61.20 66.71 es 

63.32 68.37 “s 93.89 

65.60 70.19 101.91 

68.05 72.2 Ut ia 
70.68 74.41 122.50 i 
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“Life Insurance agents are 
too busy, too energetic, to 
longer put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register,” says the 
Spectator, the well-known 
eastern insurance journal. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the in- 
formation needed to analyze 
your client’s life insurance, 
to answer his every question, 
can be secured in a moment. 


Gentlemen : 


ance Register. 








Throw Away the 
Old-Fashioned Card Index: 


It is easy, too, to keep tab of 
the Birthday dates of your 
policyholders. 


The last word in life insur- 
ance records—at the lowest 
price! That is what we offer 
you. For the Life Insurance 
Register is priced at $7.25. 
Think of it—a _ loose-leaf, 
well-bound, stamped-in-gold, 
post binder, sheets for 450 
accounts and the greatest 
system ever devised for 
keeping a real record of your 
life insurance business—for 
$7.25. You must get full de- 
tail and~-examine sample 
sheet of the register. That’s 
why we want—urge—you to 
use the coupon NOW. 


Accurate Loose Leaf Co. 
NEW YORK CITY 


Accurate Loose-Leaf Co., 81 Nassau Street, New York City, N. Y. 
Please send sample sheet and complete information on the Life Insur- 
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REAL OPENINGS 
for GENUINE WORKERS 


— those who know that only intelligent endeavor secures 
applications in volume and understand that advancement 
comes surest through strong effort, can learn of advantageous 
opportunities, either as solicitors or Agency Managers, now 


awaiting suitable applicants. 
parts of the country. 


UNION 


Plenty of chances in various 


MUTUAL LIFE 


INSURANCE COMPANY 


PORTLAND 


MAINE 

















GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
HAS ATTRACTIVE AGENCY OPENINGS IN TEXAS 


Now available for consideration by capable men of high char- 
acter and satisfactory records of successful experience. Very 
liberal contracts and unusually attractive forms of policies. 
Houston and Amarillo territories open for General Agencies. 


Also a number of district agencies. 


cate with 


If interested, communi- 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 
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PROVIDENT VILD 


Forty-One Years 
Old This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experiences to the greater 
usefulness of this old, re- 
liable company. 


And Yet- 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal 
youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Com- 
mercial, Monthly Pre- 
mium and Pay Order 
Plans. 


General Agency Openings 
in 


lowa 
Illinois 
Indiana 
Ohio 
and 


Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Te ROVIDENT LIFE 
and ACCIDENT INSURANCE 
ail 


(hattanooga. 
W IN ITS 
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20 End. End. 
Year Age Age 

Age End. 60 65 
DT shece0d6seeeneseeee 5bi.vt 638.25 51.35 
ae edguchescquegepeceus 58.34 67.24 53.96 
G6 nacnencebe saetoeese 59.09 71.70 56.80 
Se cebcdabes Secdeoceces 59.92 76.77 59.92 
DD aséeccdvedssocscoves 60.83 82.53 63.37 
OP sehevetecescsomeeem 61.83 89.19 67.18 
E> 6. db os h 08 968s cme ee 62.95 96.89 71.45 
OR sce deediccdsccecces 64.18 105.96 76.23 
a setveoawsecoancnene 65.52 116.78 81.62 
— ae 67.00 con 87.72 
DD weumepwe Ceaeectaense 68.64 . 94.74 
eT cpegees@qesereneanes 70.44 - 102.85 
it! ogauve sea 0 ebeweene® 72.44 112.35 
i” piieees éeQee ae Gamweee 74.63 123.66 


ATLANTIC LIFE’S DIVIDENDS 


New Schedule for 1928 Announced for 
Principal Policy Forms of 























the Company 
Thé Atlantic Life announces a new 
dividend schedule for 1928. Rates on 
the principal policies are as follows: 
Ordinary Life 
Age ~ 
20 25 30 35 45 55 
$ $ $ $ 
Prem .03 22.59 25.93 36.35 55.92 
Year 
Randa .35 5.13 6.47 
Ras .61 5.56 7.26 
Bes ee .74 5.82 7.7 
4. .89 6.09 8.21 
Meade .06 6.37 8.69 
6 21 6.68 9.17 
7 5.38 6.99 9.62 
8. .54 7.37 10.07 
9 74 7.74 10.49 
10. 91 8.13 10.93 
Oe ot .05 8.49 11.26 
. 6 8.82 11.58 
| __ .26 9.15 11.87 
14 .40 9.49 12.13 
5 83 12.36 
16. H 16 12.56 
17. 48 12.71 
1 ‘78 612.83 
09 12.90 
20 37 «12.93 
ne | 
55 
3 
rem 5 65.95 
Year 
he 80 10.63 
ae t 11.48 
ie sim 68 12.03 
m 12.57 
Re as r 13.12 
6.. 9. 13.67 
wi. od 14.22 
L ; 14.76 
ae .31 0 (15.27 
10. 85 615.79 
| 32 16.25 
12. 81 16.71 
ORs aie 31 «17.14 
oe 81 «17.57 
15. 32 18.00 
1f. 84° «18.44 
17. 37 «18.91 
18... $1 19.39 
tee 45 «19.94 
20 01 0.58 
55 
$ 
Prem 66.83 
Year 
1. $03 4.39 4.66 6.06 8.25 
is 5.06 5.36 5.61 6.93 9.27 
” 4.56 5.84 6. 7.40 9.86 
4. 6.07 6.31 6.6 7.90 10.47 
... 2 = ; 8.42 11.06 
6 7.16 7.35 7. of 8.94 11.66 
7 7.70 7.91 8. a: 9.52 12.25 
8.27 8.47 8. 9, 10.15 12.85 
4 8.85 9.08 9.32 9.66 10.80 13.45 
10,.... 9.48 9.69 9.93 10, 11.46 14.02 
11.... 10.06 10.30 10.53 10. 12.11 14.57 
12.... 10.67 10.89 11.13 11. 12.75 15.10 
13.... 11.30 11.51 11.77 12. 13.42 15.65 
OG ea 12.44 12.75 14.11 16.29 
| SS 13.12 123.45 14.80 16.78 
16. 123.85 14.19 15.53 17.39 
17. 14.61 14.97 16.28 18.06 
18. 15.42 15.81 17.06 18.81 
1%. 16.27 16.66 17.87 19.71 
20. 17.17 17.56 18.74 20.80 
Endowment Age 65 
——— — A ge—$—_—___—_—_ 
0 25 30 35 45 55 
x $ $ BS $ 
Prem 21.62 24.56 28.51 33.95 53.68 111.76 
Year 
eet 4.§ 5.23 5.64 6.06 6.55 
oe ae 5 6.13 6.93 8.83 
ees 5.77 6.39 7.40 9.99 
4. 5.6 5.97 6.68 7.90 11.19 
h. he 6.17 6.98 8.42 12.43 
6 6. 6.37 7.28 8.94 13.70 
7. 6.3 6.60 7.60 9.52 15.00 
8 6. 6.82 7.93 10.15 16.35 
....' Cee See 8.28 10.890 17.77 
10. 6. 7.30 8.61 11.46 19.28 
Bes 6.f 7.50 8.89 12.11 oon 
oe. 7 7.68 9.19 12.75 
13. 7.29 7.85 9.52 13.42 
14.. 7.45 8.05 9.87 14.11 
Bie «cis 7.64 8.26 10.23 14.80 
Bee 7.82 8.48 10.61 15.53 
17. 8.00 8.71 + 11.01 16.28 
18. 8.17 8.95 11.46 17.06 
er 8.37 9.22 11.92 17.87 
20. 8.55 9.46 12.40 18.74 








GEM CITY POLICY CHANGES 


Ohio Company Has Issued New Term 
Policies Supplanting the 
Old Plans 


The Gem City Life has issued new 
5- and 10-year term policies supplanting 
the old plans. 

The five year term non-renewable is 
issued at ages 20 to 56 convertible to 
any other form of policy except term, 
within four years from date of issue. 
Ages 57 to 59 convertible before attain- 
ing age 60. Age 60 convertible within 
one year. 

The ten year term 
issued at ages 20 to 53 convertible to 
any other form of policy, except term, 
within seven years from date of issue. 
Ages 54 to 59 convertible before attain- 


non-renewable is 









ing age 60. Age 60 convertible within 
one year. The rates follow: 

5-Yr. 10-Yr. 5-Yr. 10-Yr. 
Age Term Term Age Term Term 
20... . $7.66 7.78 41. $10.35 $11.16 
21. = weae 7.84 42.. 10.81 11. 4 
32. . wae 7.90 Giecese SE 12 
Becces Be 7.97 44.... 11.89 1: 
aC 8.04 45.... 12.64 13.70 
Bheses ee 8.12 46. - 13.14 14.60 
26. . 8.01 8.20 47. - 13.81 15.63 
aiovce eS 8.29 48. . 14.67 16.79 
eas: ae 8.39 49.... 15.60 18.08 
29. . 8.25 8.49 50.. 16.64 19.53 
30. . 8.34 8.61 Bhecce Bae 21.18 
31.... 8.44 8.74 Seccse De 23.03 
32.... 8.55 8.88 : 20.5 25.08 
s+. ee 9.03 27.37 
isses Ge 9.20 29.92 
35.... 8.96 9.38 $2.73 
3 9.11 9.59 35.83 
37 9.29 9.82 39.20 
9.48 10.08 42.26 
StF 10.36 45.63 
40 9.93 10.70 


DETAILED PREMIUM RATES 
Northwestern National Life’s Rates and 
Several of Its New Policies 
Given in Full 





The 
which 


announcement of new policies 
have been issued by the North- 
western National Life appeared last 
week in THE NATIONAL UNDERWRITER. 
The premium rates in full for the life 
paid up at 65 and 30-payment life polli- 
cies are given below: 

Premium Rates 


ife 30 30 
Paid up Pay 
Age at65 Life Age 
0. 84 $14.12 33...$ 
09 35 34.. 
35 59 a 
62 84 36 
90 10 3 
19 37 } 
49 65 39 







1 ‘ 
= 2. 
ee 3. 
13.. . 
14.. 
15.. ; 
27.6 
3 94 40... 28.9 
. Q 24 41. 30. 
> 47 54 =e 32. 
20.. 3 85 43. 33.7 
= 20 17 44... 35.7 
59 50 45... 37. 
33.. 00 84 46.. . 
24.. 3 20 47. 2. 
+ 6.88 56 48.. 5.48 
te. 7.36 95 49. 48.65 
 #- 7.87 19.35 56.. 52.19 
38.. 42 19.77 51. 56.20 
29 19.00 20.21 52. 60.78 
30 19.62 20.68 53... 66.05 
31 20.28 21.17 54. 72.21 
32 20.99 21.69 55. 79.51 
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GOOD INDUSTRIAL YEAR SEEN 





Present Unemployment Is Negligibte 
and Little Is Forseen—Motor 
Industry Busy 


Prospects for industrial business dur- 
ing the coming year are considered in 
industrial circles to be good. There is 
perhaps a smaller percentage of unem- 
ployment and a higher wage scale pre- 

vailing throughout the country at the 
present time than ever before. If the 
industrial business is kept within its 
true limits and families are not over- 
loaded with premiums even should un- 
employment and hard times come, the 
average family will make a strenuous 
effort to keep up the premiums. The 
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danger in good times like these is that 
agents will take advantage of the situa- 
tion and load up families with high in 
dustrial premiums where they ought 
to write ordinary. 

While all sections of the country a: 
good for industrial and will probabl 
remain so for this year, one industrial 
man said that he considers Chicago and 
Detroit the two best centers for indus 
trial business in the country toda) 
Both these cities have a large industria! 
population, wages are high and employ 
ment steady. Henry Ford’s wage scal 
runs up to $9 a day and he has 86,000 
men at work in Detroit at the prese: 
time, with more going on each week 
This stimulates all business activities in 
that big city. 

Chicago is an unusually fertile field 
for industrial, and most companies have 


done well there. It would be hard to 
pick out any parts of the United States 
where industrial business will not be 


good in 1928. 


NEWS OF THE PRUDENTIAL 


Some of the Men Who Have Been 
Advanced to Higher Positions 
in the Business 


3yron R. Notter, an assistant super- 
intendent of the Chicago No. 5 district 
of the Prudential, has been promoted to 
the superintendency of the Chicago No 
13 district. Mr. Notter has been 


con- 


nected with the Prudential since Jun: 
12, 1916, when he began agency work in 


the Chicago No. 5 district. He was ele- 
vated to the assistancy ranks on Octobe 
3, 1921, in the same district. 

Agents William Fresonke and Michael 
G. Gillen of the Minneapolis No. 2 dis- 
trict have been promoted to assistant 
superintendents of the same district. 

Hugh P. Kane succeeds Charles FE 
Mears, who is promoted to superintend- 
ent at McKeesport, Pa., as assistant at 
Greensburg: John M. Donovan has been 
appointed at Pittsburgh 1, and David 
Wood is to supervise an assistancy at 
Altoona No. 1. A new assistancy has 
been created at Altoona No. 1—Holli- 
daysburg—and Bertram B. Stevens has 
been transferred from Altoona No. 1 
to that point. 

M. P. Cheche of the Auburn, N. Y 
cistrict, is made assistant superintend- 
ent in the district in which he worked 
as an agent. 
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MERRILL TALKS AT CONCORD 


Tells Association That Successful Sales- 
man Must Sell a Program, Not 
Just a Policy 


monthly meeting © 
the Concord, N. association last 
month, F. A. G. Merrill, general age: 
for the State Mutual Life at Bufialo 
gave a most interesting and helpful dis- 
course on “Uncovering and Assembling 


\t the regular 


Life Insurance Needs.” 
Base Sale on Program 
Mr. Merrill said in part: “The mod 


ern method of selling life insurance co\ 
erage is to base a sale on needs ort 
sell an insurance program. What ar 
some of the needs we hear most about 
They are, a clean up sum, guarante¢ 

income, mortgage policies, educationél 


policies and old age protection. | think 
that Hugh Chalmers’ definition of! ¢ 
salesman is essentially true and that 


the successful agent follows it throug 
Chalmers said, ‘Salesmanship is to caus 
the prospect to think of your propos 
tion as you think of it.’ If one studie 
the above definition or analyzes it, o™ 
must come to the conclusion that 
we desire the prospect to think ot ‘ 
proposition as we think of it, it is ver 
important that we think of it in = 
right way. We must develop the ide 
of necessity of seeing needs ourselves 
“One of the reasons we meet wi” 
resistance in the sale of life insuran€ 


wit 
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is because the average presentation is 
about as interesting as a six months’ 
old newspaper. Much of this resistance 
is due to the fact that comparatively 
few people realize what life insyrance 
will do for them. Build up an idea 
and sell it rather than an insurance pol- 
icy. Remember a good sales talk is 
composed mostly of ideas and not 


words. With hardly an exception every 
individual believes in what life insur- 
ance will do. Sell this idea rather than 
just life insurance.” 
Tilden Elected President 
At the conclusion of Mr. Merrill's 
talk, E. Miller France, general agent 


for the State Mutual Life at Cleveland, 
extended the greetings of Roger B. 
Hull, managing director of the National 
association, to the members of the local 
organization. He also made a few re- 
marks as to the benefits derived from 
an underwriters’ association both to the 
member and to the community. 

Sidney E. Tilden, agency secretary of 
the United Life & Accident, was unani- 
mously elected president of the Con- 
cord association. Stuart B. Holbrook, 


State Mutual, was elected secretary to 
succeed Mr. Tilden. 
koe Ox 


NORTH DAKOTA AGENTS MEET 


G. F. Sheldon Elected President at As- 
suciation’s Annual Meeting—Provi- 
vident Life Secretary Speaks 


FARGO, N. D., Feb. 2.—George F. 
Sheldon, state manager of the Union 
Central Life, was elected president of 
the North Dakota association at the an- 
nual meeting held in Fargo. Mr. Shel- 
don succeeds Daniel F. O’Neill of Fargo. 

J. T. McGovern of the A. W. Crary 
agency, Fargo, was elected vice-presi- 
dent to succeed T. W. Fletcher, and 
R. A. Trubey, state manager of the 
Guardian Life, was reelected secretary 
and treasurer. : 

Talks were largely along the line of 
selling, with all speakers expressing the 
belief that a very prosperous year is in 
store for the insurance companies dur- 
ing 1928, 

More than 50 life insurance men at- 
tended the dinner which marked the 
opening of the convention. 


Conklin Speaks 


Fred L. Conklin, Bismarck, secretary 
of the Provident Life, was the principal 
speaker at the meeting, talking on “Life 
Insurance as a reer.” 

_Other speakers on the program and 
the subjects on which they talked were: 
M. N. Hatcher, Great West Life, “The 
First Steps in Obtaining Profitable Rural 
Business *; Oscar Westburg, Northwest- 
ern National Life, at Fargo, “Prospect- 
ing in the Small Town and Rural Field”: 
Arthur G. Andren, cashier of the New 
York Life at Fargo, “Conservation of 
business”; A. W. Crary, A. W. Crary 
agency of Fargo, “The Difference in 
Equipment of the Old School and the 
ew, 

Retiring President O’Neill of the as- 
sociation presided at the meeting. 

* * * 
. Paul—The St. Paul association 
amen d in its 1928 activities with a din- 
= at which Roger B. Hull, managing 
a ector of the National association, was 
The meeting was 


St. 


ne principal speaker. 
— an open one for all life insurance 
. en of the city, whether members of the 
deal association or not, and was well 
‘tended. President J. J. Bullis of the St. 





Paul association presided. 

* * * 
- Marion, 0.—The newly organized 
“arion association has chosen the fol- 
wing officers: President, Robert G. 


Mish: 


reasurer, G, 


secretary, Elmer lL. 
-~ R. Williamson. 
= ~% was formed after an address by 
- ll Young, manager of the Lima 
‘ranch of the Ohio State Life and presi- 
ha of the Ohio Association of Life 
~ nderwriters, with which the Marion 
‘*Sanization will be affiliated. 
‘ x * * 

_ Colorado — The Colorado association 
a ata banquet in Denver. Will Tay- 
a Secretary of the Franklin Life of 
“Ptingfield, Ill, and Joseph W. Jones, 


Weimer; 
The 


asso- 


dent 





vice-president in charge of agencies for 
that company, were the speakers of the 
evening. They were in Denver conduct- 
ing a sales congress for the local agency. 
Thirty-five agents of the Franklin Life 
from all parts of the state were guests 
at the banquet. 

James Goddard, northern Colorado and 
Wyoming manager, and R. W. Fox, 
southern Colorado manager and presi- 
dent of the Southern Colorado Life Un- 
derwriters Association, were in charge 
of arrangements. 

*x x * 


Lincoln, Neb.—The value and necessity 


ing a member of his 


stressed 


association were 
in a speech by Roger B. Hull, 
general counsel and managing director 
of the National association, who was a 
guest of the Lincoln association Jan. 28 
Mr. Hull expressed the belief that in 
the near future this would be the test 
whether a man secured a license from a 
state commissioner or a position from 
a company. 
* * * 


San Franciseco—Plans for the 


A. Moore, first vice-president and chair- 
man of the dinner. It is expected that 
prior to the meeting and dinner which 


will be held the middle of February a 
special meeting of the executive com- 
mittee will be held to pass upon the 
numerous applications for membership 
which have been received by the asso- 
ciation since its membership campaign 
early in January, so that these appli- 
cants may be admitted at the leading 
producers’ meeting. 
x xk * 

Central Massachusetts—The 
meeting of the Central Massachusetts 
association was held in Worcester with 
some 80 underwriters present. 

Glover S. Hastings, superintendent of 
agencies of the New England Mutual 
Life, addressed the gathering on the 
subject of “Obligations and Opportuni- 
ties.” He said his 40 years of experience 
as general agent and superintendent of 
agents had led him to believe that the 
supreme thing in life was the oppor- 
tunity and capacity to perform a piece 
of work of supreme importance to man- 
kind. The growing need of more ac- 
ticity in life insurance was evidenced by 
the fact that there were some 557,000 
young men reaching the age of 18 years 
each year in the United States. 

* * 

Tennessee—The new officers of the 
Tennessee association are W. G. Col- 
merry, president; Rogan Morrison, first 
vice-president; Barnet Kenimer, second 
vice-president. The retiring president, 
perhaps one of the most popular that 
has ever held the chair, was absent from 


January 


could secure books on the 
underwriting. The executive 
is composed of W. C. Pollard, R. C. 
ster, Ed. Sulzbacher, jen Crume 
Miss Nelle Roche. 


Web- 
and 


* 
I 


North Texas—A. B. Culbertson, trust 
officer of a Houston bank, was the chief 


speaker at the meeting of the North 
Texas association at Dallas The bank- 
er’s address was along the lines of 
necessity for creating life insurance 
trusts and of the bankers and the life 
companies maintaining closer coopera- 
tion in this matter. Dr. J. J. Terrill 
was another speaker. New officers for 
the association were installed. E. P. 
White is the new president, Col. W. E. 


Wharton, secretary. The attendance was 
the largest in some time. The local 
association is planning a membership 
campaign and mapping out its program 
for the year. 

* * : 

New York—Roger B. Hull, managing 
director of the National Association of 
Life Underwriters, and Frank M. See, St. 
Louis general agent of the Union Cen- 
tral Life, will be the speakers before 
the February meeting of the New York 
association to be held at the Hotel Astor 
the evening of Feb. 15. 

x * * 

Omaha—The Omaha association will 
hold an all-day sales congress on Mar. 
30. The congress will be conducted by 
John Marshall Holcombe, Jr., manager 
of the Life Sales Research Bureau. The 
session will be concluded with a banquet 
in the evening which will be addressed 
by Josh Lee, professor of public speak- 





of every life insurance salesman becom- | 
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] 
leading 


producers’ dinner held annually under | 
the auspices of the San Francisco asso- 
ciation are being formulated by Clark 





the annual meeting owing to the death | 
of his father, Frank W. Webster of | 
Huntsville, Ala. President Colmerry said | 
one of his chief aims was the estab- | 
ment of a library where underwriters 


profession of 
committee | 


Talbot, vice-president, and Miss Kathryn | 
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DO YOU=— 


Keep in close con- | 
tact with your best 


list of prospects, your 
old policy-holders? 


WE. will publish a 40 page 
magazine exclusively for 
you containing four pages of 
advertising copy devoted to 
you and your company. 
Cheaper than circular letters. 
The most efficient and economical means of maintain- 
ing close contact with your clients. 


Write for sample copy and detail of plan. 


HEALTH EXTENSION SERVICE 


INCORPORATED 
1004 Marquette Ave., Suite 206, Minneapolis, Minnesota 


NF | oe 

















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 














34 NASSAU STREET NEW YORK, N. Y. 
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| BERKSHIRE LIFE INSURANCE CO. 


Writes all forms of standard participating contracts. : 
Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- | 
tion between HOME OFFICE and FIELD FORCE are responsible for our | 


great expansion. ee 
Territory open:for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. FRED H. RHODES, President | 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 























ing of the University of Oklahoma A 
number of underwriters from out of the =" 
city are expected to attend. , > 
Pao chan eeaoas nee: | WHATS AHEAD? 
ation in all lines of business and indus- 
try is also beginning to show itself in That question is in the mind of every am 
the profession of selling life insurance, bitious mat it's in your mind 
according to Roger B. Hull, managing li the answer does rot satisty, it will pay you 
director and general counsel of the Na- to learn ae wideleee i a life underwriting 
tional association, who addressed a ses- 5 ty FS disability provision. the 
sion of Omaha life underwriters last double benefit feature, and the “Income for Life” 
week plan It operates im forty states on a full level 
—— net premium basis with more than $75,408,008) in 
. assets and over $366,000, insurance im torce 
Kemper Is B. M. A. Director More than 6.000 direct leads @ year 
R. C. Kemper, president of the City rom Head Office lead service 
Bank of Kansas City, has been elected | THE FIDELITY MUTUAL LIFE 
: INSURANCE COMPANY 


a director of the Business Men’s Assur- 
ance of that city, to fill the vacancy 
caused by the recent death of Judge 
W. T. Bland of Orlando, Fla. EE 


PHILADELPHIA 
Walter LeMar Talbot, President 
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METROPOLITAN LIFE 
MANAGERS IN SESSION 


(CONTINUED FROM PAGE 5) 


congratulations to the Prudential for 
having shown a larger increase in in- 
dustrial business last year than did the 
Metropolitan. 

At the first day session Vice-president 
A. F. C. Fiske announced the produc- 
tion leaders for the year. In the ter- 
ritorial production of industrial, the 
Metropolitan territory led with an av- 
erage actual increaSe per week per 
agent of 58.5 cents. New England ter- 
ritory was second with 48.7 cents, and 
middle Atlantic territory third with 46.6 
cents. The company average of actual 
increase per week per mam was 38.2 
cents. The leading office was in Bronx, 
where Superintendent H. J. Brennan 
reported $1,273. Individual honors went 
to Agent A E. Dumont of Pasadena, 


Cal., who reported $5.6. 
Siegel Ordinary Leader 
In the ordinary department the met- 
ropolitan territory again led, placing 


$4,884.59 per month per man and show- 
ing $3,376.83 net gain per month 


man. The great western territory was 
searee with $3,847.02 per month per 
m The company averaged $3,591.72. 


The "leading district was the Knicker- 
bocker district under Manager Isidor 
Siegel, with an average paid for busi- 
ness of $9,052.66 per month per man 
and an average net gain of $6,968.19. 
The Oak Park, IIl., district was a close 
second, Manager Gabricl Dunkleman 
reporting $8,830.21 paid for and $6,- 
481.50 increase. The Ridgewood office 
in Brooklyn, under Manager David 
Rudeberg was third. Individual honors 
went to Agent Max Parker of Rock- 
away, L. I., who was seventh last year 
but first this year with a total paid for 
business of $554,000. Samuel Goldberg 
of Kensington, Pa., the leader last year, 
was second with $530,500. 

In the group department the Metro- 


per. 





politan territory led all others, the 
great western being second, and the 
southwestern third. The group division 
showed an increase of 40 percent in the 
number of cases sold. Group accident 
and health led with 635 cases for a 
weekly benefit of $1,468,949 on 106,222 
lives. The number of group life cases 
was 558 for a total of $303,223,780. Dur- 
the year the company started a $5,000,- 
000 group club in addition to the $1,- 
000,000 group club. Eighteen men, in- 
cluding three from the field, qualified 
for the new club, eleven winning places 
in the $1,000,000 club. Henry W. 
Frey, divisional sales manager in the 
great western territory, led all others 
with a group production of $32,568,800. 
Supervisor J. H. Jones of Metropolitan 
territory was second with $16,798,875 
and Haley Fiske, Jr., divisional sales 
manager in metropolitan territory, was 
third with $14,678,287. Noble Sanders 
of Rockford, IIL, reported $1,465,500 and 
C. H. Dalton of Charleston, W. Va., 
reported $1,118,500. 

In the accident and health division 
54,602 policies were written and pre- 
mium income was increased to $3,089,- 
404. Metropolitan territory was first, 
middle Atlantic second, and southern 
third. Mr. Siegel and the Knicker- 
bocker district led this division also. 
The district at Danville, Va., under 
Manager E. H. Mears, was second and 
the Fulton district in Brooklyn under 
Manager ae Bedrick, was third. 
Agent G. E. Hawkins of Marion, Ind., 
was the individual leader in the acci- 
dent and health division, placing 71 pol- 
icies during the year. Agent E. B. Mil- 
ler of Zanesville, O., was second and 
Manager A. E. Gerber of Zanesville, O., 
was third. 


Closed with Fine Record 


The United Benefit Life of Omaha, 
the companion company of the Mutual 
Benefit Health & Accident, closed its 
first year with $14,600,000 in force. 














“Joe Jenks oughtn’t to splurge so much.” 


“Why not? He can afford to do it now, 
Protection for the Reliance Life.” 


He's selling Perfect 








POLICY LOANS SEEN 
AS IMPORTANT FACTOR 


(CONTINUED FROM PAGE 3) 


portions was reached, to be followed 
by a slight depression before the full 
peak was reached. 


Loans Follow Depression 


The trend of policy loans can be 
more clearly seen by reference to the 
figures of one of the large companies 
from the period 1906 to 1924. This 
included three notable depressions. This 
company’s figures show three notable 
peaks of policy loans, lapsed policies 
and cash settlements, each at varying 
intervals and in accordance with a gen- 
eral trend. In 1906 policy loans were 
in the ascendency, the peak being 
reached at the height of the 1907 panic. 
This peak was maintained during 1908 
but policy loans fell off sharply during 
1909. In the following year the up- 
ward trend was resumed and a new 
and higher peak was reached in 1914, 
again a year of depression. Once more, 
loans feil off in the following year and 
decreased for several years, the up- 
ward trend not being resumed until 
1920, a new and still higher peak being 
reached in 1921. This was followed by 
another decrease to a low mark in 1923, 
the last upward trend then beginning 
and continuing to the record high point 
of 1927. 


Lapses Also Follow Trend 


The settlements of policy loans by 
lapsation followed the same general ex- 
perience, except that in most cases the 
peak of lapse claims came one year 
later than the peak of policy loans. 
This would naturally be expected, of 
course, as the termination of the loan, 
one year later would be the time of 
lapsation, unless a remarkable recov- 
ery in financial conditions had been ef- 
fected in the mean time. Thus, the 
peaks of policy loans lapses came in 
1909, 1914, 1922, and thus far in 1927, 
though the experience of 1928 may con- 
tinue the upward trend in this regard. 
Home offices believe, however, that the 
increase in conservation and reinstate- 
ment work has been and will continue 
to be a notable factor in changing this. 
Never has there been the attention 
given to the follow-up of potential can- 
cellations which is now in evidence in 
practically all companies throughout the 
country. Home offices and _ general 
agencies alike have opened conservation 
departments and are directing their ef- 
forts towards the retention on the books 
of all present policyholders, even before 
seeking new policyholders. 


Cash Settlements Reversed 


The third item in this connection and 
the one of particular interest this year 
is that of cash settlements of policy 
loans. This represents a smaller per- 
centage but the more important per- 
centage, as they are the ones who re- 
main on the books as thoroughly satis- 
fied policyholders who have benefited 
by the policy loan but have not been 
discouraged or tempted by this tempor- 
ary situation. Contrary to the experi- 
ence of loans and lapses, periods of de- 
pression have been heralded by decreas- 
ing cash payments and followed by 
increasing cash payments, the low mark 
usually representing the actual depres- 
sion. Thus, cash payments were at a 
minimum in 1906, 1913, 1921 and 1925. 





Now, they are still on the increase, 
1927 representing the high point thus 
far in this upward trend, though not yet 
at the peak reached in previous periods. 


Experience Is Shown 


The experience of this company on 


these three items during the period 
1906-1924, is as follows: 

Policy Loans Cash 

Loans Settled Settle- 

Made as Claims ments 
1906. 12,418,651 3,552,532 $ 1,251,304 
1907.. 21,663,369 4,201,823 1,252,618 
1908... 21,353,676 7,386,909 2,940,230 
1909.. 15,438,280 9,375,341 3,836,499 
1910.. 16,932,076 8,577,411 2,676,127 
Seea«e 16,691,128 8,531,549 3,064,625 
1912.. 16,820,712 9,879,993 2,929,346 
1913.. 20,638,667 9,756,923 2,757,568 
1914.. 21,230,675 13,801,816 4,846,552 
1915.. 18,717,727 13,079,095 4,456,778 
1916... 13,719,826 11,775,907 4,976,680 
Beaves 13,763,175 10,190,147 4,317,910 
1918.. 12,374,573 8,640,086 4,169,384 
1919.. 11,474,947 10,903,741 5,566,480 
1920.. 19,588,655 10,852,139 4,067,499 
1921.. 26,805,853 14,287,832 3,177,085 
1922.. 23,263,791 18,162,009 3,731,678 
1923 19,359,180 17,263,454 3,712,390 
1924 20,918,775 17,682,634  3,887,64 





Total. $343,173,736 $207,901,341 $67,618,400 

In addition, this company reports pol- 
icy loans of $21,546,104 in 1925, $23,697,- 
796 in 1926 and $26,612,846 in 1927. It 
also reports cash settlements of $3,- 
748,903 in 1925, $3,566,250 in 1926, and 
$4,244,448 in 1927. 


Reflects General Conditions 


No specific deductions can be drawn 
from these figures, but it seems safe to 
generalize to the extent that policy 
loans reach their peak at the height 
of a depression, lapses doing likewise, 
and cash settlements of loans reach 
their peak in times of prosperity. It 
may be that the new viewpoint towards 
life insurance is changing at least the 
latter item. In 1927 the experience 
would at the same time indicate a pe- 
riod of depression and one of prosper- 
ity. It was not a year of general pros- 
perity and thus the policy loans stand 
as a measure of actual conditions. The 
increase in cash settlements may be a 
reflection of the improved attitude to- 
wards life insurance by policyholders. 
Probably more people are utilizing the 
privilege in an intelligent way than was 
formerly the case, merely using it as 
a temporary relief. Business men may 
be using it as collateral for temporary 
loans, paying this off at maturity, as it 
has been purely a business transaction 
with the clear intention of retaining the 
policy for its specific purpose. 


Large Part of Premiums 


Further indication of the importance 
of the policy loan feature is seen when 
the total of these loans in force is com 
pared with the total premium income 
of all companies. Total policy loans in 
force at the end of 1927 equalled 60 
percent of the total premium income. 
The policy loan total is not, of course, 
the total effected during the year, but 
an. accumulation of several years. Nev- 
ertheless, probably 25 percent are new 
loans, meaning that about one-sixth ot! 
the 1927 premium income will come 
due as maturing notes during the com- 
ing year, a very large volume of which 
will go off the books as lapsed policies, 
unless conservation efforts can save it. 


These figures show the importance of 
conservation work. The grand _ total 
represents a large investment wupo! 


which the companies are earning 2 


good income, but it also represents 3 
potential loss of business towards whi ich 
conservation efforts must be directed. 
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Michigan Life ‘Sens’ Soon 


Expectation that the Michigan Life, 
the new company being organized by 
Leonard T. Hands, former commis- 
sioner, and a group of Michigan capi- 
talists, will begin writing business 
within the next 
been voiced by officials of the company. 
Former Governor Alex J. Groesbeck is 


30 days has recently | 


president and the list of directors in- | 


cludes a number of prominent men, most 
of them residents of Detroit or Lansing. 

The company has not yet been granted 
a certificate of authority by the Mich- 


igan department but it is evidently 
hoped that all requirements will be met 


within the near future. Sale of stock 
has been pushed now for severa 
months, 


Columbia Life Convention 


The Columbia Life of Cincinnati 
hold its annual agents’ convention at thé 
home office on March 22-24. Preside® 
S. M. Cross always puts on attractive 
entertainment and educational featuTe 
and Columbia Life field men are looking 
forward to the event with interest. 
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‘an Elton Bragg Tells New York 


Life Underwriters 


How to Increase 


Sales Through Income Apportionment 


ance technicalities was cited by 


T ance talking of life instead of insur- 
Elton 


James Bragg, Philadelphia 
manager of the Union Central Life, as 
the key to greater sales and more effi- 


| 
} 

| 

| 

| 

' 

. . . . » i 
cient salesmanship in his speech before | 
j 

| 


the special “money making sales talk” 
of the New York Association of Life 
Underwriters last week. Mr. Bragg 


gave the analysis of his talk on sales | 
methods in the form of a verbal mov- | 
ing picture. He said that he did not | 
wish to “pull the heart strings,” but he 
did feel that it was necessary to live 
certain pictures, if the agent is to prop- | 
erly pass them on to the policyholder. 
Thus he presented on an imaginary film 
one outstanding case which clearly il- 
lustrated a means of securing greater | 
sales. 


Pictures Imaginary 
Scene of Prospect 


}; Surance 


i 
Pointing to an imaginary canvas, Mr. | 
Bragg pictured a scene in the summer 


showed the picture three years later to 
be the same except that the car was 
now old and worth $250.00 and the 
woman was now a widow. A later pic- 
ture showed the attempt on New Year’s 
Eve to balance the year’s finances. To- 
tal income, including life insurance was 


$4,953. Bills, including funeral ex- 
penses, left a balance of $2,412. The 
man had carried only $3,000 in life 


insurance and had a small start in a 
building and loan account. Three years 
ago he had been making $300 per 
month, had invested in a new car and 
had started saving. His program sud- 
denly cut short, the widow was left with 
scarcely a year’s income. 


Proper Sale of 
Life Insurance Needed 


Mr. Bragg analyzed this same picture 
with a view to showing what a life in- 
salesman could have done. He 
showed that, 
erly income when his 


apportioned his 





had this young man prop- | 


not necessary for the man to eliminate 
the pleasure factors, but to properly 
balance them in his budget. For ex- 





JAMES ELTON BRAGG 


ture welfare of this man’s family. Mr. 
Bragg said that as is always the 
this man, when asked how 
car cost him to operate, answered off 
hand “about $15.00 a month.” Analysis 
showed a different story. The car, in- 
cluding interest on time payments, cost 
$1,222.50. Three years later it was 
worth $250, making a depreciation oi 
$972.50. Gas and oil cost about $378. 
Repairs totaled $210. Four new tires 
cost $120. Automobile insurance totaled 
$185.41. This made a total for the 
three years of $1,835.99 or a monthly 
average of $51. This total, applied to 
life insurance, would have purchased 
$31,297. Again the money spent ‘on 
the purchase of the automobile, which 
this man converted into monthly sav- 
ings in a building and loan unit, could 
have been converted into life insurance 
and would have purchased $31,189. 


Need Not Replace 
the Desired Luxuries 


It was not Mr. Bragg's idea, how- 
ever, that the man should have dropped 
either the automobile or the building or 
loan savings plan. If the man had pur 
chased a car of a slightly smaller value 
and limited his monthly savings to a 
slightly smaller scale, the difference 


case, 
much his 

















of 1923, showing a new home, a new] prospects were bright, there would have could have been applied to the pur 
car, a young man, and his wife and] been an entirely different outlook for | ample, he cited in detail the relation | chase of additional life insurance, suffi- 
four-year-old son. A _ shift in scene! the widow. He pointed out that it was! of the automobile purchase to the fu-! cient to equip this family for the future 
a 
INSURANCE COMPANY’S ARE YOU KEEPING 
“an STEP WITH TIME? 
As a sub-agent you are probably making 
— a good living. You are certainly learn- alin 


proved also that he was an excellent 


helps Dave. 
nesota Mutual. 


helps will be available. 
openings in various places, notably 


EI Paso, Texas 


For information write 


INSURANCE 


SAINT PAUL, 
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David O. Johnson 
516 Texas Theatre Bidg. 
Sam Antonio, Texas 
“Dave” Johnson was the leading producer in our Dallas Agency. He 
men, so Sam Weems, his General Agent, wired requesting that we give 
Dave our San Antonio General Agency when the opening occurred. 


Dave is now our San Antonio General Agent. 
That’s the kind of good fellowship you'll find in the Min- 


Dave has openings in his San Antonio Agency where excellent sales 
The Company has desirable General Agency 


Toledo, Ohio 


THE 
MINNESOTA MUTUAL LIFE 


selector, trainer and supervisor of 


Dave helped Sam. Sam 


Fort Wayne, Indiana 


COMPANY 


MINNESOTA 
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ing the life insurance business. 








But 


with the coming of a new year, have you 
taken stock of yourself? Can you meas- 
ure up to a bigger opportunity than you 


now have? 


suds. 


CAN YOU HANDLE A GENERAL 
AGENCY? 

If you can, our plan of operation will 

afford you opportunity to manage and 

own your own business, and build per- 


manently for your 


future of financial 


and personal independence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 





IRA F, ARCHER 


Superintendent of Agencies 











THE 





NATIONAL UNDERWRITER 


February 3, 1928 

















ACTUARIES 














CALIFORNIA 





BaArrETT N. COATES 





ILLINOIS 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
180 N. La Salle St. 
Telephone 7236 
CHICAGO, ILL. 


OKLAHOMA 


T J. McCOMB 
e COUNSELOR AT LAW 
_ CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., ted. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
gover. The Law of Insurance & 


























+ eed R, CORBETT 


Actuary 
Specializing en Pension Funds 
175 W. Jackson Blvd. CHICAGO 








L A. GLOVER & CO. 
e 





INDIANA 





Hic, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 


(CONT'D FROM PRECEDING PAGE) 


The $3,000 policy would have sufficed 
as a “clean up.” In addition he could 
have purchased a monthly income pol- 
icy for $100 monthly to provide for the 
wife and children for twenty years cer- 
tain and in addition a home maintenance 
policy of $25 monthly for twenty years 
certain. This would have made a very 
different picture in the “three years 
later” scene and could have been ac- 
complished without the sacrifice of any- 
thing, merely the limitation of expenses 
to their proper proportion in the bud- 
get. 


Agents Should Carry 
the Story Out 


Mr. Bragg said that today there is 
a great need for a courageous, militant 
force to lead the people of America to 
recognize the fact that their financial 
program should be well balanced as to 
the four essential channels. These 
four he gave as follows: To provide 
the necessities of today; to provide the 
necessities for the family, beginning to- 
morrow; to provide for future financial 
emergencies and better living, the pure 
savings element; and to provide for the 
luxuries and comforts of life today. He 











ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 
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IOWA 





L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 








MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 


YOUNG MAN WANTED 


A fast growing, legal reserve com- 
pany wants a young man of good 
appearance and habits, with a rec- 
ord as a personal producer and with some 
organization experience, to do agency work 
out of the Home Office. The salary will 
not be large to begin with, but there will 
be ample opportunity for growth if the 
man in this position is willing to travel 
and work hard, and if he has ability to 
close business, to pick men and to show 
other men how to write business. Write, 
telling all about yourself, in the first_let- 
ter, enclosing references. Address D-26, 
care of The National Underwriter. 














NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


ae W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 

Actuaria) Service in all branches of In- 
surance and for Pension Funds—Examine- 
tions and Appraisals—Statistioal Service and 
Installations — Companies and Associations 
managed under contract—Office Systems and 
aes — Sacaae Accounting and 


iting. 
75 Fulton Street New York 




















A REAL CHANCE 
A good, young Middle Western Com- 
pany is carrying on an expansion pro- 
gram and is desirous of making con- 
tracts on a liberal basis with good men 
in the following cities: Dubuque, 
Iowa; Sioux City, Iowa; Omaha, Ne- 
braska; Burlington, Iowa; Keokuk, 
Iowa, and Clinton, Iowa. 
We can also use a good producer at 
Davenport, Iowa. 
We want the kind of men who do not 
think they are too big to use a rate- 
book, but who have some organiza- 
tion ability and are willing to build 
on a basis where they can live while 
building. Good cooperation. All pos- 
sible helps and a chance to work with 
a company officered by men who 
know a field man’s problems. Confi- 
dential. Tell us all about yourself in 
first letter. 
Address D-39, care The National 





Underwriter. 











said that something is essentially wrong 
and disproportionate in the picture of 
American life today when a man spends 
15 percent on a car, 16.6 percent on 
pure savings and 2 percent to guaran- 
tee food, clothing, and the necessities 
of life for the future. 


Is Typical Situation 

in America Today 

This is wrong, yet the typical situa- 
tion in many erican homes today. 
It is up to the life insurance agent to 
make life insurance look just as good 
as autos, radios, and the countless lux- 
uries made so accessible to everyone 
today. Life insurance men have not 
done their entire duty when they have 
not persuaded the public to put its 
money in the right channel. If they 
wish to sell more life insurance, they 
must thus present the picture of life 
and make every sale lead to the coun- 
sellor-client relationship and begin at 
once to budget the client’s income 
correctly. This can be accomplished 
only by talking life and not life insur- 
ance technicalities, the prospect being 
in no way interested in the latter, but 
vitally interested in the former. Today, 
when the public is being besieged on 
every hand with the appealing entreaties 
to spend freely and easily, it is a diffi- 
cult but increasingly important task for 
the agent to besiege the public with the 
appeal of life insurance. This will not 
mean the replacement of luxuries, but 
the reapportionment to the proper bal- 
ance. 


Many Ways of 
Showing Client’s Needs 


As a still further suggestion as to the 
ways in which the mal-apportionment 
of income can be shown, Mr. Bragg 
referred again to the case of the auto- 
mobile. He said that one item in the 
upkeep of a car which is seldom reck- 
oned is the garage rental. In this case, 
the man paid $8 monthly or $96 per 
year for the garage in which to house 
his $1000 car. This is 9.6 percent for 
“anti-damage by rain” insurance on the 
car. Mr. Bragg pointed out that this 
man had a far more valuable piece of 
property on which he paid only $71.37 


or 2.27 percent annually for insurance 
protection. This intangible property 
was the man’s own earning power 


which at age 28 could be capitalized at 
$31,242. This was based on a life ex- 
pectancy of 37 years at $3,000 per year, 
no allowance being made for promo- 
tions. Furthermore, $1,000 of this was 
deducted as personal expense, the capi- 
talization’ being based on the $2,000 
which represented family income. This 
was a striking picture which made the 
life insurance premium seem insignifi- 
cant in comparison with some of the 
other expenditures which are made off 
hand and without hesitation. Mr. Bragg 
said that this same thought could be 
applied to countless items in man’s 
budget to demonstrate the need of 
properly apportioning the income. 


POINTS OUT DANGER 
IN DISABILITY PLAN 


(CONTINUED FROM PAGE 5) 
policies granting disability benefits 
larger than their regular income. He 
said there have been numerous cases 
where the companies have been imposed 
upon by people getting greater income 
through disability benefits than they 
could earn in their own occupation and 
then would get nervous prostration or 
something else and begin to draw a 
monthly stipend. He cited a physician 
in a Florida town that had practically 
been annihilated when the boom broke 
so that people were flat on their backs. 


Had Comfortable Disability Income 





He had life insurance which gave him 
an income of $350 a month under the 
disability provision. He claimed to 
have tuberculosis, drove some 300 miles 
himself to the hospital, although he 
was supposed to be totally and perma- 
nently disabled. Later he was dis- 
charged from the hospital. He has pre- 





sented affidavits from six reputable 
physicians saying that he was not dis- 
charged because he was cured, as he 
still has tuberculosis. He refuses to 
work, claiming that his disease will be- 
come aggravated. Therefore, there is 
nothing to do but to continue paying it. 

Mr. Raub said that a clause should be 
written with ample premium and as 
definite coverage as possible. He urged 
the agents to make life insurance the 
major factor in their solicitation. 


President Manly Spoke 


At the banquet President Frank P. 
Manly stressed some qualities that he 
believes are essential to success. He 
listed these as faith, loyalty, courage 
and persistance. He said that a man 
should have faith in the things he does 
and the institution with which he is con- 
nected. He should have confidence in 
himself. Every once in a while he said 
it is necessary to renew one’s faith and 
get another baptism. Persistence, he 
said, should be intelligently followed. 
He urged all to be firm, to have pluck, 
and be determined to build stronger and 
greater structures. 


Claris Adams a Speaker 


_Claris Adams, secretary of the Amer- 
ican Life Convention, in his talk at the 
banquet designated the present time as 
the great life insurance age. He said 
that the figures that are being printed 
today showing life insurance achieve- 
ments and standings tell a great ro- 
mance. Life insurance he declared is 
a monument to altruism. He referred 
to it as one of the greatest forces to- 
day in the nation. Regardless of ex- 
travagance he said this is an age of 
thrift. Life insurance in his estimation 
is a charter of economic freedom. / 
life insurance man, said Mr. Adams, 
oa every customer richer after his 
call. 

Indianapolis Life Statement 


The Indianapolis Life started 23 years 
ago with 250 members and $325,000 in- 
surance in force. On Jan. 1, it had 
$75,257,000 insurance in force, assets, 
$7,592,481, surplus $415,629. Its mortal- 
ity was 38.55 percent last year. Its new 
business was $20,918,589, increase 13.5 
percent. Its income was $2,658,185, in- 
crease $399,603. A remarkable feature 
of the Indianapolis Life business is that 
90.5 percent of all the business on its 
books was renewed last year. 


RURAL TERRITORY HAS 

DIFFICULT PROBLEMS 
(CONTINUED FROM PAGE 5) 

the field men who had failed in other 

lines of business. He hunts for men 

who have made a success in what they 

have undertaken and are going along 

nicely. He helps new men to work out 

their financial program so that they can 

get on the full time basis as soon as 

possible. 

Must Have Competent Supervision 


Mr. Golly said that it is necessary 
to have competent and effective super- 
vision over these men in the country. 
They should not be left alone. So far 
as he is concerned he has men in touch 
with them frequently. Where they help 
solicit business they are on a 50-50 
basis so far as compensation is con- 
cerned. These supervisors couple up 
the local man who has the prestige and 
acquaintance with their knowledge ol! 
how to sell life insurance. It is neces- 
sary, said Mr. Golly, to have close, sym- 
pathetic and effective cooperation with 
these new men. They must be treated 
with consideration and their problems 
studied. They must have all the home 
office and agency cooperation possible. 
They appreciate a kindly hand. He said 
that the country people need life insur- 
ance service of the highest degree. 


Lincoln National Agency Heads Meet 


General agents of the Lincoln Na- 
tional Life met in a two-day conference 
at the home office at Fort Wayne, Ind., 
Jan. 23-24. The company’s experience 
during 1927 was reviewed and plans o! 
operation for 1928 were developed. 
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